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Net Premiums On 


Reinsurance Ceded 
Abroad At New High 


$267,100,000 Total in 1960 a Rise 
Of Nearly $13,000,000; U. K. 
Received $219,400,000 


LOSSES RECOVERED HIGHER 


$190,300,000 in 1960, Increase of 
$7, 200, 000 Over 1959; Pre- 
miums to U. S. $56, 800, 000 


In 1960 net receipts by foreign coun- 
tries on their reinsurance business with 
United States insurance companies 
amounted to $64,700,000, compared with 
$62,500,000 in 1959, according to figures 
compiled by the 2 aay of Foreign Com- 
merce of the U. S. Department of Com- 
merce. United States insurers paid $267,- 
100,000 in premiums for reinsurance cov- 
erage ceded to reinsurers and 
recovered from them $190,300,000 in 
losses, against a recovery of $183,100,000 
in 1959. In 1958 premiums paid abroad 
totaled $241,800,000 1956 $207,- 
900,000. In 1952 reinsurance premiums 
amounted to $152,900,000. 
recovered from abroad on 
ceded reinsurance totaled $168,100,000 in 
1958 and $146,300,000 in 1956. Back in 
1952 the losses recovered barely topped 
the $100,000,000 figure. 


Reinsurance Placed in U. S. 
Jerome 


foreign 


and in 


only 
Losses 


the Trans- 
portation and Insurance Staff of the Bu- 
reau of International Programs of the 
U. S. Department of Commerce, states 
that ‘the $76,800,000 excess of premiums 
paid over losses recovered was offset by 
net receipts of $12,100,000 received by 
the United States on reinsurance U. 
insurance companies accepted from for- 
eign ceding i insurers. U. S. insurance com- 
panies received $56,800,000 in premiums 
on reinsurance assumed from abroad and 
paid losses thereon of $44,700,000. 

“Since 1953 these annual surveys have 
generally shown increases in the amount 
of premiums ceded to foreign reinsurers. 
In 1953 premiums paid by U. S. ceding 
companies to foreign reinsurers were 
$170,600,000 and losses recovered were 
$119,800,000. 

Of the $267,100,000 of premiums paid 
by U. S. ceding insurance companies in 
1960, British reinsurers received $219, - 
400,000 and Swiss reinsurers received 
$25,100,000. Thus in 1960 premiums ceded 


Sachs, director of 
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116 JOHN STREET, NEW YORK 38 
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SPECIALISTS in SERVICE to PRODUCERS 


WORKMEN'S COMPENSATION GENERAL LIABILITY 
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FIRE and MARINE ACCIDENT & HEALTH 


and its Life Affiliate 
The Gotham Life Insurance Company 
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FIDELITY’S NEW SYMBOL 


... Signifying our 
modern approach, 

but expressing, above all, 
the faithfulness which 


our name implies. 


FIDELITY 
MUTUAL 
LIFE 


The Parkway at Fairmount Avenue « Philadelphia, Pennsylvania 
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E. F. Bucknell Named 
As New President of 
Bankers Life, lowa 


Elect Dennis N. Warters to Post of 
Chairman and Chief Executive 
Officer of Company 


STATEMENT BY DIRECTORS 


No Change Contemplated in Phil- 
osophy, Objectives or Policy; 
Warters President Since 1956 


Des Moines—Election of Dennis N 
Warters as board chairman and chiei 
executive officer and of Earl F. Bucknell 
as president was announced by Bankers 
Life Co. November 20. 

Mr. Warters has been president since 
December, 1956. This is his 41st year 
with the company. Mr. Bucknell has been 
executive vice president since October, 
1960. He joined the company in 1930. Both 
are Fellows of Society of Actuaries, Mr. 
Warters having just completed a year as 
its president. 

Bankers Life’s board of directors laid 
groundwork for these promotions at its 
April, 1961 meeting when it adopted by-law 
changes to provide that either the board 
chairman or president might be named 
to serve as chief executive officer. At 
board’s meeting October 30, 1961, but 
effective and to be announced November 
20, these changes were authorized. They 
were a closely guarded secret up to that 
morning. Home office employes were first 
to hear the news over the public address 
system. 

Directors’ Statement 


\ statement issued on behalf of the 
directors said: “These changes are made 
in recognition of the increasing size of 
Bankers Life and many additional areas 
in which the company serves the public. 
It has become difficult for one man to 
serve both in the policy making and 
public relations field and at the same 
time be operating head over the com- 
pany’s various divisions. With the new 
arrangement, a more efficient operation 
will be possible.” 

No change is contemplated in Bankers 
Life philosophy, objectives or policy, the 
board of directors said, 


Warters, Bucknell Careers 


Mr. Warters, born in England, went 
with his parents as a child to Winni- 
peg, graduating from the University of 
that state in 1917. After graduation he 
joined Great-West Life where he worked 
on actuarial studies until he joined Bank- 
ers Life, moving to Des Moines in 1920. 
Starting in actuarial department he rose 
to become a vice president in 1941, ex- 
ecutive vice president in 1946, a director 
in 1948 and president in 1956. In past 
years he has carried the direct respon- 
sibility for the actuarial, clerical and 
personnel functions in the home office. 
As executive vice president he had sim- 
ilar duties in connection with the plan- 
ning, accounting and Group activities and 
served on the investment and sales com- 
mittees of the company. He is a Fellow 
of the Society of Actuaries. 

Mr. Bucknell, who was elected execu- 
tive vice president of Bankers Life in 
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thinking 
about 
your future? 


Back of 

Your Independence 
Stands 

The PENN MUTUAL 





When they are ready to “go places,” many young men 
think of a future with The Penn Mutual. Penn Mutual opportunities go to Penn Mutual men, and the Company follows 
the principle that the success of its underwriters is the success of The Penn Mutual. Specialized training and educational 
programs increase their effectiveness in all phases of life insurance selling, and they can choose a career in the field 


which interests them most. 
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Society of Actuaries Meet 


Panel Discussions Highlight 13th Annual Affair at White 
Sulphur; Wilmer A. Jenkins Succeeds Dennis N. Warters 
As President; John H. Miller, President-Elect 


Wiite Sulphur Springs, W. Va.—The 
innual meeting of the Society of 
Actuaries was held here recently at The 
brier, with over 600 members and 
in attendance. 

the outlook for medical progress in 
this decade highlighted a full agenda and 


A panel discussion 


two different groups of three simulta- 
neous sessions provided more than the 
usual variety of programs. Another 
panel presented a discussion of the ac- 
tuarial profession by representatives of 
the Conference of Actuaries in Public 
Practice, Casualty Actuarial Society, and 
Sox ire ‘of Actuaries. This latter panel 
discussion was the first occasion on 
which the unity of these three actuarial 
interests was underlined. 

Society President Dennis N. Warters, 
president, Bankers Life of Iowa, pre- 
sided over the business session and pres- 
entation and discussion of papers. Vice 


Presidents Morton D. 
Life Assurance Society 
Milliman, Milliman and Roberston, pre- 
sided over the remainder of the sessions 
except for the panel discussions and the 
simultaneous where individual 
chairmen were designated. 

In Mr. Warters’ 
he described the 


Miller, Equitable 
and Wendell A 


se ssions 


presidential address, 
actuary as seen in the 
picture of today’s members of 
the Society. The popular concept tends 
to overemphasize the mathematical 


comp ywsite 


as- 


pect for while proficiency in this area is 
needed, most actuaries find that a major 
part of their time is taken up in broader 


pursuits. Mr. Warters pointed out the 





increasing number of actuaries entering 
the consulting field. He noted also that 
a relatively large number of senior ofh- 
cers in insurance companies have been 
drawn from the ranks of actuaries. 
W. A. Jenkins President 

Wilmer A. Jenkins, executive vice 
president, TIAA, who had been elected 
one year ago to the newly created office 


of president-elect, automatically — suc- 
ceeded to the office of president for the 
coming year and John H. Miller, vice 
president and senior actuary of Monarch 
Life, was elected president-elect and 
will succeed to ‘the office of president 
next year. Newly elected for a two-year 
term as vice president were William J. 
November, Equitable Life; Harold R. 
Lawson, Nation: il Life Assur. of Canada; 
Andrew C. Webster, Mutual Of New 
York and Victor E. Hennigsen, North- 
western Mutual, continues to serve as 
vice president. Messrs. D. G. Scott, Con- 
tinental Assurance; W. L. Grace, Massa- 
chusetts Mutual and A. T. Bunyan, 
Phoenix (Mutual, were reelected secre- 
tary, treasurer and editor, respectively. 
Seven members were elected to the 


board of governors: M. D. Miller, W. A. 
Milliman, E. A. Lew, H. L. Rietz, W. H. 
Schmidt, D C. Bronson, '‘C. H. Fischer. 


“Investment Generation” 


Defined By E. A. Green 


\ discussion of the equity and practi- 
cality of methods of allocating i investment 
income which recognize the fact that 
funds received at different times are in- 
vested and reinvested at different rates 
of interest, was offered in a paper de- 
livered by Edward A. Green, vice presi- 
dent and Group actuary, John Hancock. 
He indicated that a number of life insur- 
ance companies have introduced, and 
others are considering introducing this 
“investment-generation” plan by which 
the financial experience of individual 
roup annuity cases are evaluated and 
Group annuity dividends are determined. 


The “investment-generation” method 
of allocating interest was defined by Mr. 


Green as “one under which the allocation 
to an individual class of its pro rata 
share of the interest earned on the total 
portfolio is determined by calendar year 
of investment. 

“If class A provided 10% of the invest- 
ments for the year 1950; it would re- 
ceive credit in 1961 for 10% of the 1961 
return on such 1950 investments and their 
successor reinvestments. If the same 
class provided 12% of the investments 
for ithe year 1951, it would receive credit 
for 12% of the 1961 return on such in- 
vestments and their reinvestments,” he 
explained. 

“A class which had been in existence 
from 1950 on would receive credit in 
1961 for its pro rata share of the 1961 
return on the investments of each of the 
years 1950-61 and their successor rein- 
vestments.” 

J. E. Matz, John Hancock, pointed out 
that the concepts of pooling of risk and 
individual equity are essentially oppo- 
sites. John L. Stearns, New England 
Mutual, felt that the traditional average 
interest rate probably gives a result close 
to that of the investment-generation 
method. J. E. Hoskins felt it likely that 
the investment-generation method would 
create a significant difference even for 
individual policies. W. M. Rae, Bankers 
Life, cautioned that undue refinement in 
applying the investment year method 
can result in less rather than more 
equity. W. J. November, Equitable Life, 
emphasized that the investment-genera- 
tion method would not operate well on 
individual policies with a substantial 
cash value option. M. W. Hill, Travelers, 
referred to the application of the theory 
in the calculation of nonparticipating 
premiums. J. H. Turoff, John Hancock, 
presented formulas for the line of busi- 
ness investment income allocation. H. R. 
Lawson, National Life of Canada: 
touched on a possible unit value ap- 
proach to the system. Jf. p Stanley, 
Wyatt Co., supported the base for the 
investment year method and raised some 
questions concerning transfer values in 
Group annuity contracts. D. C. Bron- 
son, Wyatt Co., questioned whether com- 
panies were introducing an unwarranted 
change in adopting the new method for 
outstanding contracts. Irving Rosenthal, 
Guardian Life, expressed concern about 
the application of the principles in the 
Ordinary field and felt that the new 
system should only have been presented 
in terms of practical considerations. H. 

Hennington, Equitable Life, referred 
to the application of the system in the 
case of realized capital gains and losses 
and touched on the assistance given by 
the new system in the case of large cash 
disbursements under (Group annuity con- 
tracts. S. J. Kingston, National Life, 
mentioned the possibility of apply- 
ing credibility techniques to create a 
blend between full pooling of investment 
results and full refinement of results. 

“Mortality Investigation with Expected 
Mortality Estimated at Issue by Use of 
Persistency Factors,” by E. J. Moor- 
head, New England Life, describes a 
method by which the expected mortality 
applicable to each new policy for a pe- 
riod of about three years after issue is 
estimated by use of persistency factors 
and compared with actual deaths. This 
method could be used in inter-company 
studies of special types of business in 
order to gain a rapid, approximate idea 
of early mortality experienced with rre- 
spect to such classifications of business. 


Louis Levinson, Massachusetts Mu- 
tual, described how Mr. Moorhead’s 
method was applied to their medically 
examined issues of 1956 and found that 
the results were close to those derived 
by conventional methods. 


J. M. Bragg, Life Insurance Co. of 
Georgia, recognized that some small 


companies might not have their own 
persistency tables to use in applying 
Mr. Moorhead’s method and so he sub- 
mitted some alternate procedure under 
which Mr. Moorhead’s method could be 
modified and adopted by such companies. 


W. C. Brown on Development 
Of New Industrial Table 


Development of a suggested new - 
dustrial life insurance valuation table 
replace the 1941 Standard Industrial a 
tality Table was officially reported to the 
Society of Actuaries at the annual meet- 
ing held recently at White Sulphur 
Springs. The new table, which reflects 
material improvement in the mortality 
rate among American industrial policy- 
holders over the last 25 years, was re- 
ported to the Society by William C. 
Brown, vice president and actuary, Co- 
lonial Life. 

Mr. Brown, who headed up a six man 
industry advisory committee, disclosed 
that the new table is based on the na- 
tionwide experience of 18 leading Indus- 
trial writing life insurance companies 
among their Industrial policyholders and 
covered a five year period from January 
1, 1954 to December 31, 1958. A vote on 
the adoption of the table will take place 
at the next meeting of the National As- 
sociation of Insurance Commissioners, 
and if accepted, it would be referred to 
the legislatures of the 50 states for ap- 
proval. 

According to Mr. Brown, the mortality 
percentage improvement provided in the 
new table over the present valuation table 
averaged well over 45% for ages below 
40, at age 52 it was over 37%, and over 
30% in the age 6&0 and 70 age brackets. 
At age 80 the mortality percentage im- 


provement was over 24% and at age %, 
was 21%. These percentages show a 


greater improvement than do those for 
the new Ordinary Valuation Table (1958 
CSO) over the Ordinary Valuation Table 
which it replaced (1941 CSO). 

Commenting on the effect of the pro- 
posed valuation table on ireserves, Mr. 
Brown said that in general, the table 
produces aggregate reserves lower than 
those now required by tthe 1941 Standard 
Industrial Table. 


B. A. Winter, Prudential, commented 
in a discussion of Mr. Brown’s paper 
that the committee gave proper recogni- 
tion to the improvement of industrial 
mortality experience of the last 20 years, 
and he regards the new standard indus- 
trial valuation and extended insurance 
tables as eminently suitable for their 
purposes. 

In his paper, “Gain and Loss Analysis 
and Related Concepts for Group Insur- 
ance,” B. N. Pike, John Hancock, identi- 
fies the sources of gain and loss and 
traces the causes of favorable or un- 
favorable operating results. He describes 
the general concepts of the Group insur- 
ance dividend formula; i.e. earned pre- 
miums reduced by the sum of charges 
for claims, expenses, and risk spread con- 
tributions. The dividend potential may 
be increased by interest on any special 
reserves held on a particular case. The 
annual statement Gain and Loss Exhibit 
includes Net Investment sanaat allo- 
cated to Group life and Group A. & H. 
whereas the dividend formula usually 
recognizes only interest oredits allowed 
on certain special funds. This additional 
interest income is one example of the 
sources of gain or loss which ‘the author 
seeks to identify in his paper. Other ex- 
amples include gains from risk spread 
charges, gains from deficit recovery, 
losses from deficit increases on other 
cases, gains from transfers to the line. 
Operating results are also influenced by 
the year-end liabilities for apportioned 
dividends and for other obligations. Dis- 
tortions in annual statement operating 
gains caused by the year-end liability for 
unpaid claims can be particularly large 
in the case of group A. & H. 

“The Use of Asset Share and Model 
Office Techniques in Group Insurance 
Planning” by D. K. Bartlett, III, Monu- 
mental, describes an approach to the 
problems of long-range planning that a 
Group insurance writing company might 


use in attempting to determine the most 
desirable rate of growth. These same 
techniques can be used in testing pre- 
miums and dividend scales. He first de- 
termines what the long-range experience 
of one year’s issue can be expected to 
be by reviewing the derivation of the 
premium rate structure in order to indi- 
cate what percentage of the premium can 
be expected to be required each year 
for claims, for expenses, and for divi- 
dends. From these projections can be 
determined the present value of future 
profits resulting from the premium rate 
structure and the dividend formula, giv- 
ing weight to the relative proportion of 
business ‘to be expected from each major 
product line and from each size category. 
The experience projection for one year’s 

issue is then expanded into a model office 
by determining expected production, cur- 
rent in-force, and the projected growth 
of the field force. His model office is 
based on dividend formula expenses but 
is adjusted to reflect projected budget 
expenses instead since the latter would 
include only direct expenses of the group 
department and a considerable argument 
can be made for including only direct 
expenses in projecting the cost of estab- 
lishing a new line of business. 

J. W. Moran, New York Life, dis- 
cussed both Mr. Pike’s and Mr. Bart- 
lett’s papers and pointed out that a drop 
in new business does not substantially 
reduce expenses but does reduce the po- 
tential for realizing a recovery of costs. 
He also stated that the assumptions in 
the latter’s paper were not ‘realistic for 
Group insurance operations commencing 
today. 

W. C. Weaver, John Hancock, pointed 
out that surplus margins are often con- 
trolled by the forces of competition and 
not by claim, dividend formula and ex- 
pense allocation assumptions. Manage- 
ment should have a range of estimates 
for possible Group insurance performance 
results rather than just the most prob- 
able results. 

A report on a special study of major 
medical expense insurance by the So- 
ciety’s Group Morbidity Committee is 
made in a paper presented by S. W. 
Gingery and R. J. Mellman, both of Pru- 
dential. Their paper is entitled “An In- 
vestigation of Group Major Medical Ex- 
perience.” The Committee expects that 
the ‘results under this special study will 
enable it to establish a standard for tab- 
ular claim experience and thus soon be 
in a position to study and report on ex- 
perience under this coverage on an an- 
nual basis. The study embraced the 1957 
calendar year experience for ten lead- 
ing companies. The paper includes more 
than thirty pages of tabular matter in 
which the details of ‘the study are re- 
ported, including results of a_ special 
investigation which was conducted to 
provide information on experience by 
geographical area. 

In a written discussion W. G. McCor- 
mick, Prudential, pointed out the impor- 
tance of accurate prediction of the secu- 
lar trend of medical care costs in setting 
rates. Among other pitfalls for the user 
of the Gingery-Mellman paper are the 
possibility of under-reporting of first 
dollar claims and the difficulty of isolat- 
ing and measuring the separate effects of 
income and geographical area. P. M 
Thexton, Mutual Benefit Life, in pre- 
senting some additional figures, also 
emphasized the importance of and the 
difficulties inherent in isolating the ef- 
fects of sex, age, income, and geograph- 
ical area. 


Morton D. Miller Report on 
New Group Mortality Table 


Generally improved mortality among 
the nation’s working men and women 
was evident in ‘the report on a new Group 
mortality table and a corresponding scale 
of premium rates, presented by Morton 
D. Miller, vice president and associate 
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STANDARD SECURITY'S non- 
cancellable and guaranteed renew- 
able income protection plan offers 
unique and outstanding features. It 
bridges the gaps, where other plans 
fall short of meeting total require- 
ments. For example: no impairment 
will be waived or excluded from 
coverage if it can be included for 
an additional premium. Maximum 
issue is $1000 per month—with 
participation to $1500 per month; 
optional accidental death benefit 
to $25,000; and, of course, non- 
cancellable to age 65 and guar- 
anteed renewable to age 70. 
(Competitive rates, even lower be- 
cause they are based on age last 
birthday). These are just a few of 
the progessive new ideas that 
have made this plan so useful and 


profitable in every portfolio. 


For further information contact 
the STANDARD SECURITY LIFE 
General Agent in your area, or 
write: Agency Department; 
STANDARD SECURITY LIFE 
INSURANCE COMPANY OF NEW 
YORK; 111 5th Avenue; New York 
3, New York. 


actuary, Equitable Life Assurance So- 
ciety. Known as the Commissioners’ 1960 
Standard Group Mortality Table, it is 
the first official table for Group insurance 
and thas just been adopted in this, the 
50th anniversary year of Group insur- 
ance, according to Mr. Miller, who served 
as chairman of the industry advisory 
committee on this project. Previously, 
the Ordinary ‘Mortality Table also ap- 
plied to Group experience. 

Experience for the new Group table 
was based on over 59,000,000 life years 
and almost 400,000 claims with informa- 
tion provided by the major Group writ- 
ing companies. The table covers the mor- 
tality experienced from 1950 through 
1958 under employer-employe groups with 
25 or more employes. 

Referring to the 1961 Standard Group 
Life Insurance Premium Rates based on 
the table, Mr. Miller said that the appli- 
cation of these rates to a sample of new 
Group life insurance policies issued 
showed that on the average first year 
gross premiums were reduced by about 
9% in comparison with the previous 1958 
scale of rates 

D’Alton S. Rudd, London Life, in his 
“Options on Annuity Rates” describes 
new amendments to the Canadian Insur- 
ance Acts which will permit the issuing 
of contracts without guarantee as to in- 
vestment performance or c apital and en- 
ables the insurance industry in Canada 
to offer what is almost a “trusteed” 
method of funding group pension plans 
through a segregated asset account. Pur- 
chase rates will be attached to the vari- 
able contracts as is done now in the 
conventional deposit administration con- 
tract used for group pension plans. The 
author develops expressions for deter- 
mini ng the price of an option on an 
annuity rate at a certain interest assump- 
tion which will permit an actuary to 
estimate the charges or the contingency 
loadings required for such an annuity 
rate attached to funds in a segregated 
asset account. These same techniques 
could also be applied to possible varia- 
tions from expected mortality. 

Commenting on this paper, C./M. Sie- 
gel, Pension Trust Advisory Service, 
agreed with Mr. ‘Rudd's approach in the 
case of split funded plans where the 
basic fixed-dollar insurance contract is 
an individual policy, group permanent, 
deferred group annuity or terminal 
funded deposit administration form but 
not for standard deposit administration 
or immediate participation guarantee 
forms. 

In his Actuarial Note: “Some New 
Tables for Major Medical and Disability 
Benefits,” E. P. Barnhart, Washington 
National, sets forth two sets of morbid- 
ity tables. The first set gives claim costs 
for several formulas of comprehensive or 
major medical benefits, constructed so 
as to be usable over a wide range of both 
inside and outside limits. The second 
set provides a mathematically gri aduated 
version of the Conference Modification 
of the 1926 Class (3) Disability Table, 
which continues to be important as a 


reserve valuation standard, with dis- 
counted values at 0%, 2%%, 3%, and 
34%% interest. 

B. N. Berin, Guardian, presented his 
paper, “Dividend Model for Noncontri- 
butory Deposit Administration Group An- 
nuity Contracts,” in which he demon- 
strates how deposit administration funds 
= a group annuity dividend formula. 

W. Bender, Prudential, pointed out 
Mis ‘difficulty injected into dividends cal- 
culation when the reserve basis for div- 
idend purposes differs from the basis 
used for rate guarantees. 


1961 S. S. Amendments 
Discussed By R. J. Myers 


The 1961 Amendments to the Social 
Security Act provided a considerable lb- 
eralization of benefits but also main- 
tained the self-supporting financial basis 
of the system, providing a growing trust 
fund balance to at least the year 2025, ac- 
cording to Robert J. Myers, chief actu- 
ary of the Social Security Administration. 
Mr. ‘Myers noted that Congress has con- 
sistently required that the program be 
self-supporting from contributions of 
covered workers and their employers in 
line with long-range intermediate cost 
estimates actuarially determined. To 
maintain this balance the combined em- 
ployer-employe contribution schedule in 
the 1961 Amendments was higher by 4% 
and the ultimate rate of 94% tax will be 
reached in 1968 rather than 1969. 

According to the cost estimate outlined 
by Mr. Myers and based on high employ- 
ment and intermediate cost factors, the 
trust fund will continue to rise steadily, 
reaching a maximum of about $275,000,- 
000,000 in the year 2025 and then de- 
creases slowly. The low-cost estimate 
would see the trust fund growing rapidly 
and in the year 2000 will be $255,000,000,- 
000. On the other hand, under the high 
cost estimate, the fund builds up to a 
maximum of about $65,000,000,000 in 25 
years, and then decreases until it is ex- 
hausted shortly after the year 2000. 

“It is unlikely that either of the latter 
two extreme situations could develop 
because the Congress would take appro- 
priate action to prevent it,’ Mr. Myers 
said. 

W. R. Williamson deplored tthe fact 
that it now appears that Social Security 
amendments may now come annually 

rather than the previous biennial pattern. 

*. L. Bartleson, Prudential, discussed 
cost estimates of the proposed health 
benefits and noted ‘that the actuarial 
and statistical committee of the HIAA 
has estimated ‘the cost at a level 2% times 
the cost estimated by Mr. Myers. J. H. 
Miller, Monarch Life, commented on 
Mr. Myers’ comparison of future benefit 
payments and future payroll taxes under 
the Social Security system; he pointed 
out that the scheduled increases in the 
tax on employers would (unless other- 
wise compensated) reduce government 
revenues from the corporate income tax. 
E. 3arnhart, ‘Washington National, 
felt that the health benefit costs were 
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LIFE INSURANCE ACCOUNTANT 


We are a medium-sized life insurance company located in the 
northeastern part of the United States. The individual we are 
seeking will be working with the Treasurer of the Company. He 
should have at least five years experience in life insurance account- 
ing with a strong background in investment accounting and annual 
statement work. All fringe benefits are available. Our employees 
Please submit complete resume 
including salary requirements to Box 2955, The Eastern Under- 
writer, 232 Madison Avenue, New York 16, N. Y. 








being seriously underestimated by \r 
Myers. Mr. Barnhart believes tha: 
public is entitled to a clearer appraisal 
of future potential increases in co 

F.C. Smith, consulting actuary, G: 
V. Stennes & Associates, presente! a 
paper entitled “Commissioners Rese: yes 
and Minimum Cash Values using ( on- 
tinuous Functions” and an Actunrial 
Note: “The Use of ‘Continuous Fune- 
tions with the Retirement Endowment 
Plan.” Continuous functions as used by 
Mr. Smith refer to a situation in which 
premiums are paid at the moment of 
death, with interest compounded annual- 
ly. Both the paper and ‘the note are tcch- 
nical in nature. 

H. Huntington, John Hancock, R. L. 
Jacobson, Northwestern Mutual; F. S. 
Townsend, Valley Forge Life; W. |. No- 
vember, Equitable Society, ‘and J A 
Mereu, London Life, discussed Mr, 
Smith’s presentations. 


Sessions on Individual 
Life Insurance 


A discussion on individual life insur- 
ance was held under the chairmanship of 
M. A. Laird, National Life of Vermont. 

B. A. Winter, Prudential, concluded 
that the generation interest rate ap- 
proach is applicable to Group annuity 
dividends but not to dividends on indi- 
vidual level premium life insurance. He 
cited the many administrative problems 
involved in making the approach work- 
able for individual life insurance. Mr. 
Winter also commented on the complex 
nature of dividend projections which 
would be required if the generation rate 
approach were to be applied to Ordinary 
insurance. J. W. Hahn, Great Southern, 
also referred to the difficulties involved 
in dividend projections if the generation 
approach were adopted and concluded 
also that this approach is not applicable 
to individual level premium insurance. 

The consensus of a number of speak- 
ers was that lapse rates for financed in- 
surance tend to inorease or remain level 
for durations as long as five years after 
issue as compared with the tendency of 
lapse rates to decrease by duration on 
non-financed insurance. 

R. D. MacLennan, National Life of 
Vermont, J. L. Brockett, Northwestern 
National, and R. T. Jackson, Phoe nix 
Mutual, cited experience on plans of in- 
surance used widely for premium financed 
insurance supporting the conclusion that 
high lapse rates continue into renewal 
years. Mr. MacLennan, attributed this 
pattern to early financing methods where 
several premiums are paid in advance. 
R. C. Tookey, Peat, Marwick & Mitchell, 
reported widely varying first year lapse 
rates on financial business among client 
companies offering such plans and con- 
cluded that the first year lapse rate is 
directly proportional to the first year 
commission, the best experience being 
obtained by companies paying a_ level 
or nearly level commission. A. C. Web- 
ster, Mutual Of New York, attributed 
to careful financial underwriting and 
elimination of monthly and quarterly 
premium payment modes, the fact that 
first year lapse rates for financial busi- 
ness in his company were approximately 
equal to those for comparable non-fi- 
nanced business. 

Mr. MacLennan reported the volume 
of financed insurance down from the 
peak in 1959 and although still a signifi- 
cant proportion of new bus‘ness, it ap- 
pears to be declining gradually. With- 
drawal of special plans, the recent in- 
crease in the cost of the 5th dividend 
option which is now convertible and field 
education were suggested as contributing 
factors. No decrease was noted in the 
volume of financed insurance in the 
Phoenix by Mr. Jackson who suggested 
commission control as the only effective 
means of reducing volume. 

The 5th dividend option tends to appeal 
primarily to buyers of financed insurance. 
Mr. MacLennan indicated that the ma- 
jority of users of this option have f- 
nanced insurance. Mr. MacLennan and 
C. B. F. Richardson, Berkshire Life, com- 
mented on the possible use of the 5th 


(Continued on Page 12) 
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Promote William E. North 


To Inspector of Agencies 

\ illiam E. North, GLU, has been pro- 
mote to inspector of agencies in charge 
of New York Life’s Northern Illinois 
gencral office in Evanston, Illinois, ac- 
cording to Clarence J. Myers, chairman 
and president. Mr. North, who formerly 
was general manager in charge of the 
office, recently completed a term as pres- 
ident of the National Association of Life 
Underwriters. 

\ veteran of 31 years with New York 
Life, Mr. North recently was honored 
at a company dinner at the 72nd annual 
convention of the NALU in Denver. 

In addition to being president of NA- 
LU. Mr. North has served as chairman 
of the convention program committee and 
has served in the past as trustee and 
secretary, and as chairman of the com- 
mittees on disability insurance, member- 
ship and public relations. He is well 
known as a writer on life insurance and 
as a speaker before industry, civic and 
educational groups. 

Mr. North holds the CLU designation 
and the CLU certificate in agency man- 
agement. He is a charter member of 
Portland Post #1, American Legion and 
a member of Union League Club, Chi- 
cago; Rotary and University Clubs, 
Evanston, and other civic and fraternal 
organizations. 


James Landon Cole Dead 


James Landon Cole, 68, a retired in- 
surance executive, died recently in Hart- 
ford Hospital after a brief illness. Born 
in Boston, Mr. Cole attended Hotchkiss 
School in Lakeville and Trinity College, 
graduating in the Class of 1916. 

At Trinity he was an _ outstanding 
varsity football player, captain of the 
hockey team, and was a member of the 
track and baseball squads. During his 
four years he also held some of the col- 
lege’s most important student offices in- 
cluding those of class president, presi- 
dent of the student body, member of the 
college senate and class marshall. He 
was also a member of St. Anthony Hall. 

Following graduation he began his 
career in insurance as an agent for the 
Connecticut Mutual Life Insurance Co. 
His job was soon curtailed by World 
War I in which he served as a first 
lieutenant with the Rainbow Division 
in France, participating in eight battles. 

Mr. Cole joined the agency depart- 
ment of Connecticut General Life in 
1921 and was appointed ‘superintendent 
of agencies in 1929. Under his direction 
Connecticut General established 16 new 
agencies between 1929 and 1950. In 1950 
he took charge of the company’s rapidly 
expanding brokerage operation, which 
opened 13 additional brokerage agencies 
under his leadership. In 1958 he retired 
from Connecticut General after 30 years 
as superintendent of agencies and 37 
years with the company. 


Insurance Conference in 
Dallas For Top Executives 


The seventh annual home office con- 
ference for insurance executives will be 
held at the Statler Hilton Hotel in 
Dallas on January 8-12. The conference 
is conducted by the Institute of Insur- 
ance Marketing at Southern Methodist 
University. 

C. E. Gaines, CLU, director of the 
Institute, said this year’s conference will 
be devoted to “ideas, techniques and 
methods which can improve efficiency 
in the most important areas of company 
operation.” 

The number of subjects has been 
reduced to allow more exhaustive treat- 
ment of each subject. The faculty will 
include professional men in such fields 
as insurance sales, speech and communi- 
cations, finance, management and mar- 
keting, 

Tuition is $225. Groups discounts are 
available. 


Forms Scott Consultants 

Scott Consultants Incorporated, a firm 
specializing in employe benefit plans, 
executive compensation, and business and 
estate conservation, has opened offices in 
New York and New Jersey. John T. 
Scott, CLU, is president. 

Mr. Scott has been in life insurance 
for 15 years. During the past decade he 
has been general agent of a large agency 
for Penn Mutual in New York City. He 
is a former president of the New York 
Chapter of CLU. Prior to entering life 


insurance he was with the trust depart- 
ment of Hanover Bank, New York City. 
He spent four years in the Air Force as 
a captain during World War II. 

A graduate of Princeton University, 
class of °41, Mr. Scott thas been a di- 
rector of the Princeton University Fund 
since 1951 and also headed the Univer- 
sity’s memoria! insurance committee. 
Currently he is a trustee of Dial Lodge 
in Princeton. Mr. Scott was Republican 
county chairman of Somerset County 
from 1951 to 1954 prior to his moving 
to Westfield, N. J., where he is a trustee 


Elected CREF Trustee 


Edward H. Litchfield, chancellor of the 
University of Pittsburgh, has been elected 
a trustee of the College Retirement 
Equities Fund (CREF), according to an 
announcement by R. McAllister Lloyd, 
chairman. : 

CREF was established in 1952 by the 
Teachers Insurance and Annuity Asso- 
ciation (TIAA), a nonprofit organization 
providing retirement and insurance plans 
for 1,100 colleges, universities, independ- 


of Presbyterian Church and belongs to’ ent schools, foundations, and scientific 
Echo Lake Country Club. and research organizations. 





You’re Right! 


There is PLENTY NEW at 
THE MANHATTAN LIFE 


NEW ANNUITY CONTRACTS 
with NEW FEATURES 


We have Single Premium, Annual Premium and 


Deferred Annuities. 


Refund Features: 


2 Right to commute Guaranteed Annuity Payments, 
under Period Certain Contracts, available during 
annuitant’s lifetime as well as after his death. 


a. Right to change a Refund Annuity to a No-Refund 


Annuity. 


3. Limited Cash Refund Annuity. Trustees, Lawyers 
and Guardians will really go for this one! 


We believe these are “Exclusive” With The 


Manhattan Life. 


Ask about the new Decreasing Death Benefit Rider 
for use with Annual Premium Retirement Annuity. 


For the Most Up-to-Date Annuities, Call The Man 


from Manhattan! 


NEW: Big increase in 
amount of LEVELTERM RIDER 


which may be attached to permanent plan policies as 
well as to: 


ANNUAL RENEWABLE TERM AND 
IDEAL PROTECTION (Term Expectancy ) 


Manhattan Life offers 5 Level Term Riders, including 
“to Age 65.” All are convertible and participating. 


Your client gets a Built-In Guarantee of 
Future Insurability at rates that will delight 
him and you. 


NEW: INCREASING TERM RIDER 


Helps Policyholders anticipate growing needs and 
responsibilities. It’s a natural to provide Guaranteed 
Premium Refund benefit. Rider is convertible and 
participating. Issue ages: 20 to 64. 








MANHATTAN LIFE ANNUITIES 
ARE PARTICIPATING 


NE W: GUARANTEED ISSUE OPTION RIDER 


Insures the Policyholder’s future insurability at ex- 
tremely low cost. The Man from Manhattan will 
gladly give you complete details and rates. 











BETTER GET THE WHOLE STORY 


NOTE: The new contracts discussed are 
available in most of the states in 
which The Manhattan Life is licensed. 


FROM THE MAN FROM MANHATTAN 


Over $1,600,000,000 


THE MAN 






of Insurance in Force 


[ATTAN LIFE 


INSURANGE, COMPANY 
of NEw York, 
HoME OFFICE: 111 West 57th Street, New York 19, N.Y. 
















Did you see 
what the 

“LIFE INSURANCE 
COURANT” 


said about Manhattan 
Life’s Single Premium 
Immediate Annuities 
in the August, 1961 
issue? 

If you didn’t, ask us 
for a free reprint of 
this valuable article. 
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Ghee. Becker Sr., in Fine Form 





Franklin Life’s Promotions Were 
Announced at Big H. O. Ceremony 


One of the most impressive ceremonies 
held to date in the home office of The 
Franklin Life in x ay Ill., was 
when Chas. E. Becker, chief executive 
officer, announced at a recent luncheon 
that he was turning the presidency over 
to Francis J. Budinger and promoting 
to higher rank other key officers of the 
company. The “spot news” on these top 
echelon changes was published in our 
eveuiber 20 issue 

Attending Franklin Life’s luncheon, 
held in St. Nicholas Hotel, Springfield, 
were company officers, departmental 
heads, over a dozen leading regional 


managers, Civic, litical and financial 
leaders inc lu ling Char L s F. Carpentier, 
Illinois cans of tate and Mayor 
Lester llins of “Springheld; also 





close personal frends of newly elected 
President Budinger, including his nine 
children and their families 

The Becker's twin daughters flew in 
from Denver to be on hand and to wish 
their father a “happy birthdav,” cel« 
brated on November 13. Mr 


} 


Becker was 
in his best form in his luncheon address, 
dwelling particularly on the Franklin's 
accomplishments of the past, together 
with plans for future growth. He indi- 
cated that as chief executive officer, he 
would continue actively in its leadership 
and long-range plans for the future and 





CHARLES 


BECKER, JR 


that he and his family “will retain our 
very substantial financial iasenost * 
Budinger Receives Plaque 
\ high spot of the luncheon came when 
Mr. Becker presented Mr. Budinger with 
an illumi nated plaque on which was in- 
scribed a “capsule condensation” of the 
Franklin’s shilooneky and credo “The 
core of this philosophy is Mr. Becker's 
unshaken belief that “the most important 
man in our company is, and always will 
ve, the agency associate in the field.” 
President Budinger appreciatively ac- 
knowledged Mr. Becker's tributes in his 
acceptance address and gave recognition 
to other Franklin officers promoted, in- 


cluding George Hatmaker, now executive 
vice president; Chas. Becker Jr., now 
first vice president; Francis j O’Brien, 
vice president and public relations direc- 
tor; Lillian Gilster, sales promotion di- 
rector 

He also announced that at the next 
meeting of the board of directors Henry 
J Merriom will be elected secretary 

At a dinner that evening in the home 
office executive suite, Mr. Becker was 
presented with a “birthday greeting” 
book containing the signatures of 1,2 
employes of the company. The general 
agents and managers attending also pre- 
sented to Messrs. Becker and Budinger 
oil paintings of their portraits on a back- 

round of black velvet 


Career of F. J. Budinger 


In an affectionate tribute to his suc- 
cessor Mr. Becker brought out that he 


and Mr. Budinger went to high school 
together in Wichita, Kans. Even then 
Mr. Becker’s genius showed itself, for 
he took over management of the finan- 
cially-anemic high school paper and 
turned its operation into a profit of $50 
a week in six weeks’ time. 





GEORGE HATMAKER 


Mr. Budinger lost contact with Mr. 
Becker until January, 1940, when they 
met again at a breakfast meeting in a 





FRANCIS J. O'BRIEN 


Chicago hotel. The get-together took 
place so that Mr. Becker, who had newly 
acquired the Franklin, could tell agency 
associates of the company his plans for 
building it into “one of the giants of the 
industry.” 

Mr. Budinger’s entire life insurance 
career has been spent with The Frank- 
lin Life. He started as an agent in Wil- 
mette, Ill, then became general agent 
for Chicago and subsequently regional 
sales manager for the entire Chicago 
area 

He is the author of many articles on 
life insurance selling and sales technique 
and has won every production and agency 
development honor accorded by The 
Franklin. 

Recorded in “Who’s Who in America,” 
he is past president of the Chicago Chap- 
ter, American Society of Chartered Life 
Underwriters; past director of Chicago 
Association of Life Underwriters; past 
district governor of Northern TIIlinois 
Rotary Clubs and widely known nation- 
ally as an able sales executive. 

He was brought into the home office 
and elected executive vice president of 
The Franklin in November, 1958. He is 
a member of the board of directors and 
chairman of the executive committee. 

His brother, Joseph, executive vice 
president of Kansas City Life, could not 
attend the Franklin ceremony because 
of the illness of their mother. Earlier in 
his career Joseph Budinger was associ- 
ate actuary of Franklin. Another brother, 


Officers of AALU Set 
300 Membership Ceiling 


Officers of the Association for Ad- 
vanced Life Underwriting at a recent 
meeting at association headquarters in 
Washington, D. C. established a mem- 
bership ceiling of 300. Present member- 
ship is about 250 and when the ceiling is 
reached applicants will be placed on the 
waiting list. 

Officers voted to appoint a committee 
to work with the executive directors on the 
problem of unauthorized practice of law 
as it affects the pension and profit-shar- 
ing field and estate planning. Members 
of the committee will be announced later. 

The AALU sales seminar in New York 
recently was reviewed and discussed. 
The attendance for this meeting, 260, far 
exceeded that of any other AALU 
seminar. 

Those attending the Washington meet- 
ing included Harold Franklin, Canada 
Life, Cleveland, president; John Todd, 
CLU, Northwestern Mutual, Evanston, 
Ill, vice president; D. Alan Yambert, 
New York Life, San Francisco, vice 
president; Wm. J. Robinson, II, inde- 
pendent, Wilmington, treasurer; Philip 
J. Goldberg, Canada Life, New York, 
secretary. Also Tower C. Snow, Connec- 
ticut Mutual, Phoenix; Merril P. Arden, 
National Life of Vermont, New York; 
Mervin J. Platt, independent, Trenton; 
Ralph _ Welch, Bankers Life of Ne- 
braska, ‘Chicago; Leonard Silverstein and 
Gerald come executive directors. 





Jack A. Stewart Dies at 57; 
Was Former NALU Trustee 


Jack A. Stewart, CLU, special agent 
for Phoenix Mutual Life in the greater 
Cleveland area for 24 years and former 
trustee of NALU, died recently follow- 
ing a heart attack at his home in Bed- 
ford, Ohio. Mr. Stewart, who was 57 
years old, is survived by his widow, 
Louise; a son, Ist Lt. Jess A. Stewart, 
now on active duty with the Army in 
Germany; his father, William A. Stew- 
art of Springfield, Ohio; a brother and 
a sister. 


Jack, was senior vice president of Bank- 

s Trust in New York up until recently. 

George Hatmaker’s Career 

Executive vice president Hatmaker has 
also spent his entire business career with 
The Franklin, starting in 1928. For four 
years in World War II he served as a 
J. S. Army finance officer. 

He was elected vice president and sec- 
retary of the company on June 1, 1953, 
and three years later was promoted to 
executive assistant to the president in 
addition to the foregoing title. He has 
also served on the board since February, 
1952. 

Active in civic affairs, Mr. Hatmaker 
is currently vice president of Springfield 
Association of Commerce and Industry; 
president and director of Illinois Presby- 
terian Home, and board of trustees chair- 
man at Westminster Presbyterian Church 
in Springfield. 

Chas. Becker, Jr. Joined Co. in 1946 

Chas. Becker, Jr., now first vice pres- 
ident, has demonstrated his dedication to 
every job he has tackled since joining the 
company in 1946 after his World War II 
service in the U. S. Army Air Force. A 
graduate of Northwestern University, his 
first assignment was in Franklin’s home 
office agency division. He was elected 
vice president in June, 1953, and is a 
member of the board of directors. 

F. J. O’Brien’s Background 

Mr. O’Brien is a graduate of St. Vin- 
cent College, LaTrobe, Pa., and a grad- 
uate student of New York University 
School of Commerce. He joined Franklin 
Life in 1940 as director of sales promo- 
tion and in 1947 he became vice president 
and director of sales promotion. 

Mr. O’Brien has long been active in 
the affairs of the Life Advertisers As- 
sociation and at its annual meeting held 
this year in Dallas, he was elected to 
that association’s board of directors. 


Chas. Becker in Tribute / 
To George A. Landis 


HEADS FRANKLIN’S TOP DIVISION 





Under His Leadership California-Nevaca 
Producers of Co. Have $81 Million Paid. 
for For 10 Mos.; $450 Million in Force 
George A. Landis of Los Angel 
western executive sales director of The 
Franklin Life in charge of the Cali- 
fornia-Nevada division, has been paid a 
tribute by Chas E. Becker, chief execu- 





GEORGE A. LANDIS 


tive officer of the company, for his di- 
vision’s paid-for production for ten 
months of $81,800,000 of life insurance, 
and an expected $100 million plus for the 
entire year of 1961. 

In a letter November 13 to all of 
Franklin’s agency associates, Mr. Beck 
said that “according to our records, this 
is the highest achievement ever attained 
in our organization,” and he expressed 
his deep and sincere gratitude to Mr 
Landis for having been such a major 
factor in The Franklin Life’s develop- 
ment, 

Next February Mr. Landis will cele- 
brate his 15th anniversary with the com- 
pany. He started as a producing agent, 
then became a general agent and the 
record he established in this capacity 
convinced The Franklin’s management 
of his great potential as a division sales 
director. 

The California-Nevada division’s sales 
force today consists of 116 full time 
agents under contract and a total of 300 
including brokers. In 15 years the di- 
vision under Mr. Landis’ leadership has 
piled up an insurance in force total of 
$450 million of life insurance. 


Steinberg Names Moffet 

Appointment of Edward M. Moffet as 
pension og supervisor has been an- 
nounced by B. William Steinberg, CLU, 
president ve RB. William Steinberg & 
Associates, Inc., general agent of Mas- 
sachusetts Mutual Life at 225 Broadway, 
New York City. In his new position, 
Mr. Moffet will not only assist in the 
recruiting and training of new personnel, 
but also will head the newly established 
pension department in the agency. 

A native of New York City, Mr. 
Moffet was graduated from City College 
of New York with a bachelor of business 
administration degree and New York 
University Graduate School of Business 
with a master’s degree. He entered the 
life insurance field in 1956 and joined 
Massachusetts Mutual in January, 1960. 
A World War II Army veteran, he is 
a resident of Fresh Meadows, N. Y. 


FRANKLIN GENERAL AGENT 
John E. Ryan, Jacksonville, Ill, has 


been appointed general agent for Frank- 
lin Life, Springfield, Ill, according to an 
announcement by Midwest Sales Direc- 
tor John E. Smith. 

A native of Jacksonville, Mr. Ryan 
served five years as agent for the John 
Hancock. 
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‘Bankers Life Changes 


(Continued from Page 1) 


her, 1960, has been a director of the 


any since 1957. He was graduated 
the University of Michigan in 1926 


while a student there he was an as- 





sistant in mathematics department. 


DENNIS N. WARTERS 


After 


working with two other insurance com- 


panies, 
Spokane 
prog 





the 

vice 
\ 

Mr 


mittees of 


one in Detroit and the other in 
, he joined Bankers Life in 1930, 
ressing through various positions in 


F. BUCKNELL 


EARL 


actuarial department and was named 
president and actuary in 1946. 

Fellow of the Society of Actuaries 
Bucknell has served on several com- 
that organization. He has 


also been active in alumni affairs of Uni- 


vers sity of 


Michigan and has been presi- 


dent of its local Alumni Club. 


a. 


LIFE OF N. C. DIRECTOR 


M. Woolery, vice president and actu- 


ary of Occidental Life of North Carolina, 


has 


Insurance 


Life 
Mr. 


been named a director of the 
Co. of North Carolina. 


Woolery’s election took place at the latter 


company’s 


meeting of stockholders re- 


cently. 


Inflation Greatest Challenge to 


Life Insurance Business Says Thore 


The most challenging problem facing 
the life insurance business is inflation, 
Eugene M. Thore, vice president and 
general counsel, Life Insurance Associa- 
tion of America, said in a recent talk be- 
fore the Hartford Life Underwriters As- 
sociation. After reporting on develop- 
ments of importance to life insurance 
stemming from the actions of the recent 
session of Congress, he warned against 
the tendency of many Americans to con- 
sider creeping inflation as a recognized 
phase of our economic existence. 

Cost-push inflation, rather than the 
classic demand-pull form of inflation, is 
the type with which the country is cur- 
rently concerned, Mr. Thore stated. Un- 
der present circumstances, when defense 
spending must be increased, the govern- 
ment must giv e some attention to spend- 
ing priorities in order that inflation may 
be better controlled, he continued. 


Problems of Concern 


Mr. Thore listed some of the prob- 
lems of concern to ‘the life insurance 
business today that are related to the 
acceptance by many Americans of creep- 
ing inflation: 

“The ‘buy Term and invest the differ- 
ence’ advice stems from the assumption 
that dollars invested in life insurance 
will shrink in the years ahead. The re- 
placement problem is also due, in part, 
to recommendations that cash values be 
reinvested in equities. The medical care 
for the aged controversy is related to in- 
flation and soaring medical costs. In the 
pension field, competition from self-ad- 
ministered plans which offer equity fund- 
ing, is driving life companies into segre- 

gated funding, with broad authority to 
invest the segregated pension accumula- 
tions in equities. Then there is the vari- 
able annuity development. 

“Inflation,” he continued, “has con- 
tributed to the numerous liberalizations 


in the Social Security Act benefits. The 
tremendous pressure in 1958 and 1959 
to increase the Federal income tax on 


the life insurance companies, indirectly 
on policyholder savings, was due in a 
large measure to the struggle to raise 
more Federal revenue so that deficit fi- 
nancing could be avoided. No matter how 
you look at it, inflation is our most serious 
political problem—it is the social dyna- 
mite of our time.” 

The preservation of the voluntary in- 
surance system, (Mr. Thore said, depends 
in great part on the extent to which the 
needs and expectations of the public are 
satisfied in the field of insurance cover- 
ages. “To meet this challenge, the busi- 
ness must keep up with the times, adopt 
a flexible attitude toward changes in our 
society, and revamp services to meet new 
demands. The life insurance business 
should also concentrate more effort on 


stimulating public interest in thrift, the 
LIAA official declared, and the public 
must be re-educated in the advantages 
of life insurance guarantees. More atten- 
tion should be devoted to politics, includ- 
ing active participation by businessmen 
generally,” he added. 

“Finally,” Mr. Thore concluded, “it is 
high time that government develops a 
better understanding of business and 
recognizes that it is one of our greatest 
national assets. The businessman can do 
much to bring this about. But he cannot 
succeed if he is paralyzed by either fear 
or distrust of his government. Progress 
will be made only in a climate of mutual 
understanding.” 


NEW YORK LIFE DIVIDENDS 





Policyowners Will Receive Record Total 
Of Over $135 Million Payable 
In 1962 

Policy owners of New York Life In- 
surance Co. will receive record total divi- 
dends of $135,250,000 in 1962, compared 
with the $132,400,000 payable in 1961, 
Clarence J. Myers, chairman and presi- 
dent, announced. 

Mr. Myers said that of the $135,250,- 
QOO to be set aside for dividends, $128,- 
000,000 will go to owners of individual 
life insurance and annuity policies. The 
remaining $7,250,000 will be paid to own- 
ers of Group policies and_ individual 
health insurance policies. 

Dividends to individual life insurance, 
annuity and individual ‘health insurance 
policy owners will vary, Mr. Myers said, 
according i“ the ame punt of the partic- 
ular policy, the plan and benefits, age at 
which the policy was issued and the time 
it has been in force. 

He added that during 1962 the com- 
pany will credit interest, within con- 
tractual provisions or company rules, at 
3.6% per annum or at the guaranteed 
rate, if higher, for dividends left on 
deposit, single sum death benefit pay- 
ments, pension trust supplementary 
funds, and supplementary contracts 
without life contingencies. This is an 
increase over the 3.5% credited in 1961. 


JOINS PROVIDENT MUTUAL 
Charles E. Probst, vice president— 
Group division, Provident Mutual Life, 
Philadelphia, has announced the appoint- 
ment of William B. Davidson ‘as regional 


manager of the company’s New York 
Group office at 99 Park Avenue. 
Mr. Davidson, a graduate of Dart- 


mouth College, has had extensive Group 
insurance experience, and was regional 
manager for New England Life in Chi- 
cago prior to this appointment. 


C. M. ARNOLD APPOINTED 


Mutual of Omaha and United of 
Omaha have announced the appointment 
of Charles M. Arnold as general agent 
in Cape Girardeau, Mo. Mr. Arnold 
joined the companies’ sales force in 1948 
in Kentuckey. In 1950 he became an as- 
sistant district manager and was later 
promoted to district manager in Dan- 
ville, Ky. 





ONE AGENCY SUPERVISOR 
d 


an 
ONE BROKERAGE SUPERVISOR 
WANTED 

If your accomplishments are 
going unnoticed this is your chance 
to join a live wire progressive 
Agency. Supervisory experience 
helpful—not_ essential. Excellent 
personal production record neces- 
sary. Call LEE NASHEM, Canada 
Life Assurance, OXford 7-2950. All 
inquiries treated in confidence. 








NASHEM AGENCY 


110 East 42nd Street 
New York |7, N. Y. 


BS 


Gerald Rosner 





GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4-5779 
General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 














H. O. GROUP UNDERWRITER 
$6,000.00 


Organization in Midwestern city. Over 
40 yrs in operation. Young man with 3 
to 5 yrs HO. Group Underwriting exp 
who is interested in advancement, will 
find this an unusual opportunity for the 
future. ++ E-1293 


Contact: Bruce Van Keuren 





JUNIOR LIFE ACTUARY 
$9,000.00 


Opportunities unlimited in this me- 
dium sized organization housed in New 
York State. Easy driving distance of New 
York City. A young man who has passed 
2-4b of the Actuarial Exams, interested 
in advancement, will find this an unusual 


opportunity. ++E-1292 
Contact: Bruce Van Keuren 


POLICYHOLDERS SERVICE 
MANAGER—$10,000.00 


For the individual who has attained 
the limits in PHS with present organ- 
ization, who wishes to advance in posi- 
tion, will find this company in a city of 
the East, a fine opportunity. Should have 
8 to 10 yrs H.O. PHS exp. ++ E-1295 

Contact: Bruce Van Keuren 





H. O. ADMINISTRATIVE 
ASSISTANT—$14,000.00 


Fine organization, with over 50 yrs of 
service behind them, located in Rky Mt 
area. Individual should have 10 yrs HO 
Admin background, coupled with S&P, 
Invest, and Coordination. Opportunities 
++E-1294 


Contact: Bruce Van Keuren 


for advancement are excellent. 





330 S. Wells St. 





HArrison 7-9040 


Without any obligation, send for our brochure, "How We Operate.” 


FERGASON PERSONNEL 


Insurance Personnel Exclusively 


Chicago 6, Illinois 





LIFE CONTROLLER 
$12,000.00 


Well established New England co. a 
CPA with 10 to 15 yrs experience in Ac- 
counting and Controller positions. Ad- 
vancement is unlimited for right indi- 
vidual who has the qualifications for 
leadership. ++ E-1297 


Contact: Bruce Van Keuren 





JUNIOR LIFE ACTUARY 
$9,000.00 


One of the finest organizations housed 
in New England seeks young man with 
2-4b exams passed who is interested in 
completing the exams along with ad- 
vancement dependent upon his ability. 
This company is also interested in As- 
sociates in the Society. ++ E-1296 


Contact: Bruce Van Keuren 
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Walsh and Taylor Named 


Crown Life, Toronto, has announced 
the appointments of John D. Walsh as 
district Group supervisor in Boston and 
of R. C. Taylor to the same post in 
charge of the new office in Denver. 


PACIFIC MUTUAL MANAGER 
sryce S. Cooper has been named man- 
ager of Pacific Mutual Life’s Memphis 


ency according Joseph F. Tudor, 
CLU, agency vice president. Mr. Cooper 


brings a 15-year life insurance sales and 
background to the post. 













man's know-how. 


New York 16, N. Y. 


COMPANY PRESIDENT ATTENTION! 


Have you ever lost money in a General Agency? 

Here is a man, right age, background, temperament, with experience 
on your side, too, who will accept challenge to build or rebuild large 
metropolitan agency. Your chance of loss will be minimized by this 
Must be top-flight big-time opportunity with 
adequate financing for training assistants, brokerage manager, and 
all other facilities for twenty-thirty million dollar agency. 


Write Box 2956, The Eastern Underwriter, 232 Madison Avenue, 


Pru. Managerial Changes 


Managerial changes in three district 
agencies have been announced by The 
Prudential. 

Leslie E. Paulson, agencies service 
representative, has been named manager 
of the Newark North district, in Belle- 
ville, N. J. Frank F. Helfst, manager 
f the Flatbush district in Brooklyn, has 
been transferred to the Astoria district, 
Long Island City. Joseph P. Locascio, 
manager of the Astoria district, has been 
transferred to the Staten Island district, 
Stapleton, N. Y 
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REASSURANCE COMPANY 
161 East 42nd Street, New York 17, New York 


> Regional Offices 
2 230 North Michigan Ave., Chicago 1, Ill. 
id 1509 Main Street, Dallas 1, Texas 

AS 400 Montgomery St., San Francisco 4, Calif. 





Karrmann Succeeds Jackson As 


American United Life President 





Left to right—Clarence A. Jackson, Edward M. Karrmann, J. Howard Alltop, 
J. Harold Thompson and F. Leslie Barlet. 


Directors of American United Life, In- 
dianapolis, elected Edward M. Karrmann 
president, succeeding Clarence A. Jack- 
son, who has been president since 1952 
Mr. Jackson is not retiring but will re- 
main active as chairman of the board 
of directors, a post he has occupied since 
1957. 

The directors, meeting in the com- 
pany’s home office, promoted three other 
Howard Alltop replaces Mr. 
Karrmann as senior vice president. J. 
Harold becomes 
succeeding Mr. Alltop. F. 
moves up from assistant 


officers. J. 
Thompson secretary, 
Leslie Barlet 
treasurer to 
treasurer. 

The 84-year-old company ranks in the 
top three percent of the industry, ac- 
cording to sales. American United Life’s 
insurance in force, or “business on the 
books,” is expected to pass the $2 bil- 
lion mark in 1962. The company esti- 





“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 
General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 








cd 
O’TOOLE ASSOCIATES 
Incorporated 
M —_ ig r) "ta le. ’ to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 











Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 











mates sales this year will be over $400 
million. 
Careers 

Mr. Karrmann began his insurance 
career at American United Life in 1925 
and became supervisor of the actuarial 
division in 1929. He was named con- 
troller in 1937 and was senior vice presi- 
dent, treasurer and controller. He was 
elected to the board of directors in 1948. 

He is a member of Phi Beta Kappa, 
honorary scholastic fraternity at Indiana 
University, where he was graduated in 
1925. This year Mr. Karrmann was 
named an honorary member of the Ohio 
State University Beta Alpha Psi chap- 
ter, National Accounting Fraternity. 

Mr. Jackson was executive vice presi- 
dent of the Indiana State Chamber of 
Commerce from 1939 to 1952 and later 
served for two years as president. He 
has been a director of American United 
Life since 1947. Prominent in Indiana 
governmental activities, Mr. Jackson was 
director and organizer of the following 
during the 1930's: Gross Income Tax 
Division; Employment Service; Store 
License Division, and Unemployment 
Compensation Division. In 1954 he was 
a member of the National Commission 
on Intergovernmental Affairs. 

Mr. Alltop’s career with American 
United.Life started 30 years ago. He was 
named manager of personnel and plan- 
ning in 1932 and was assistant to the 
president from 1941 to 1948. He was 
appointed assistant secretary in 1948 and 
was elected secretary four years later. 
He was elected to the company’s board 
of directors in 1953. 

Mr. Thompson has been assistant sec- 
retary and personnel director since 1952. 
He joined American United Life in 1932 
in the office service department. He 
worked in the secretary’s office four 
years and assumed supervision of payroll 
activities in 1937. Mr. Thompson became 
supervisor of the personnel department 
in 1945 following service in the Navy 
in World War IL. 

Mr. Barlet joined American United 
Life in 1941 with the investment account- 
ing area as supervisor, a position he oc- 
cupied until 1952 when he was appointed 
assistant controller. Last August he was 
named assistant treasurer. 


HEAR MILDRED F. STONE 
Mildred F. Stone, staff assistant to the 
president of Mutual Benefit Life, New- 
ark, was guest speaker at a_ recent 


meeting of the Albany Life Underwriters 
Association. 
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JOHN H. AMES 

135 Broadway, N.Y.C. 
DANIEL AUSLANDER 

300 Park Avenue, N.Y.C. 
LEIGH J. BAIR 

292 Madison Avenue, N.Y.C. 
JULIUS BERNSTEIN 

41 East 42nd Street, N.Y.C. 
JOHN H. BRADY 

575 Lexington Avenue, N.Y.C. 
JOHN L. BRYDEN 

400 Park Avenue, N.Y.C. 
DANIEL S. BUSCH 

300 Park Avenue, N.Y.C. 
DANTE S. CAPUTO 

101 West 31st Street, N.Y.C. 
RICHARD N. COHEN 

41 East 42nd Street, N.Y.C. 
MICHAEL P. COYLE 

10 Columbus Circle, N.Y.C. 
ARTHUR H. DAUMAN 

20 E. 46th Street, N.Y.C. 
ARNOLD DOMENITZ 

101 West 31st Street, N.Y.C. 
ERNEST H. EARLEY 

441 Lexington Avenue, N.Y.C. 
ROBERT W. EBLING, JR. 
355 Lexington Avenue, N.Y.C. 
DAVID B. FLUEGELMAN 
342 Madison Avenue, N.Y.C. 
HERBERT V. FRIEDMAN 
300 Park Avenue, N.Y.C. 
JACK D. GARFUNKEL 


527 Lexington Avenue, N.Y.C. 


SHELLEY S. GOREN 

350 Fifth Avenue, N.Y.C. 
NORMAN N. GORTZ 

30 Rockefeller Plaza, N.Y.C. 
HARRY K. GUTMANN 

200 East 42nd Street, N.Y.C. 
J. ROBERT GUY 

250 Park Avenue, N.Y.C. 
ROBERT C. HOLLAND 


355 Lexington Avenue, N.Y.C. 


LAMBERT M. HUPPELER 
400 Park Avenue, N.Y.C. 


Here are the 70 New York City life underwriters 
who have earned high distinction in their important field. 
All are both Chartered Life Underwriters, and Members of 
the “Million Dollar Round Table.” Through experienced 
insurance planning, they and their associates help bring 
security and ease of mind to thousands of families in the 





WILBUR Z. HYMAN 

100 William Street, N.Y.C. 
OWEN P. JACOBSEN, JR. 
400 Park Avenue, N.Y.C. 
HERBERT P. KARLSRUHER 
225 Park Avenue, N.Y.C. 
MURRAY R. KING 

225 Broadway, N.Y.C. 
MASON J. O. KLINCK 

400 Park Avenue, N.Y.C. 
MORTON A. KORNREICH 
116 John Street, N.Y.C. 
STANLEY LAMPERT 

60 West 55th Street, N.Y.C. 
LEO J. LANDES 

66 Court Street, Bklyn., N.Y. 
EDWARD K. LEATON 

400 Park Avenue, N.Y.C. 
LAWRENCE L. LIFSHEY 
625 Madison Avenue, N.Y.C. 
STANLEY LISS 

101 West 31st Street, N.Y.C. 
THEODORE L. MANDER 


355 Lexington Avenue, N.Y.C. 


DAVID MARKS, JR. 
666 Fifth Avenue, N.Y.C. 
JOHN L. MCDOWELL 


355 Lexington Avenue, N.Y.C. 


ROBERT B. McINTOSH 

400 Park Avenue, N.Y.C. 
WILLIS F. McMARTIN 

111 West 50th Street,‘N.Y.C. 
C. HARRISON MEYER 

300 Park Avenue, N.Y.C. 
SIDNEY M. MILLER 


355 Lexington Avenue, N.Y.C. 


LEO P. MIRSKY 


575 Lexington Avenue, N.Y.C. 


LOUIS H. F. MOUQUIN 
1 Liberty Street, N.Y.C. 
MARK C. MULLER 

10 Columbus Circle, N.Y.C. 
STANLEY NEWHOUSE 

300 Park Avenue, N.Y.C. 
EDMOND J. NOURI 

200 E. 42nd Street, N.Y.C. 
HARRY PHILLIPS, II! 
630 Third Avenue, N.Y.C. 


fe 


C. LAMONT POST 
116 John Street, N.Y.C. 


ROBERT U. REDPATH, JR. 
555 Fifth Avenue, N.Y.C. 
ROBERT M. REMICK, JR. 
292 Madison Avenue, N.Y.C. 
RICHARD B. RIPLEY 

400 Park Avenue, N.Y.C. 
ARNOLD S. ROSS 

666 Fifth Avenue, N.Y.C. 
THOMAS M. SCHRIBER 

530 Fifth Avenue, N.Y.C. 
LEON H. SICULAR 

630 Third Avenue, N.Y.C. 
HENRY F. SILVER: 

400 Park Avenue, N.Y.C. 
RALFE O. P. SILVERMAN, JR. 


90-04 161st Street, Jam., N.Y. 


HERBERT E. SKOLD 

355 Lexington Avenue, N.Y.C. 
HAROLD N. SLOANE 

111 John Street, N.Y.C. 
JAMES R. SLOTE 

60 East 42nd Street, N.Y.C. 
G. GUSTAV STEINER 

80 Fifth Avenue, N.Y.C. 
HENRY C. STOCKMAN, JR. 
666 Fifth Avenue, N.Y.C. 
RALPH SZABO 

60 West 55th Street, N.Y.C. 
ANTHONY Y. S. SZU-TU 

350 Fifth Avenue, N.Y.C. 
BORISLOV J. TODOROVICH 
745 Fifth Avenue, N.Y.C. 
GERARD B. TRACY 

530 Fifth Avenue, N.Y.C. 
FREDERICK B. WALKER 

300 Park Avenue, N.Y.C. 
NORMAN WARREN 

355 Lexington Avenue, N.Y.C. 
RICHARD J. WILCOX 

300 Park Avenue, N.Y.C. 
LEE B. WINKLER 

120 West 57th Street, N.Y.C. 
SIDNEY L. WOLKENBERG 
500 Fifth Avenue, N.Y.C. 


First National City salutes these top 
life insurance sales executives! 


FIRST NATIONAL CITY BANK 


Trust Division, Uptown Headquarters, 399 Park Avenue, New York 22, N.Y. 


AFFILIATE, FIRST NATIONAL CITY TRUST COMPANY e 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 

















Ll 


greater New York area. /\ We in the Trust Division of First 
National City Bank understand well the vital role of insur- 
ance in personal financial planning. It is our policy and prac- 
tice to work closely and cooperatively with life underwriters 
in our capacity as a fiduciary. A. Again, gentlemen, our 
congratulations on a job exceedingly well done! 
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PRUDENTIAL CHANGES 


Mason Goes to Mid-America Home Of- 
fice in Chicago; Lineberry to North 
Central Home Office 


Two changes in executive staff of its 


regional home offices have been an- 
nounced by The Prudential. Joseph H. 
Mason, general manager of the North 
Central home office, Minneapolis, has 
been promoted to executive general man- 
ager of the Mid-America home office, 
Chicago, and Edwin E. Lineberry, exec- 
utive general manager of the Group 
department in the Newark home office, 


has been transferred to the North Central 
home office. 

Mr. Mason replaces E, Carroll Gerathy, 
who was elected a second vice presi- 


dent in the Mid-America home office. 
Mr. Mason joined Prudential in 1927 
as a claim examiner in Newark. He be- 


came assistant general manager of the 
Western Angeles, in 
1947, and general manager at 


home office, Los 
Minnea- 
polis in 1957. 

Mr. Lineberry joined Prudential’s 
Group department in 1934. He was named 
the department’s executive general man- 
ager in 1956. 


New York Life Promotes 
Cody to Vice President 


Promotion of Donald D. Cody to vice 
president and Group actuary has been 
Myers, chair- 
man and president of New York Life. 
Mr. Cody, who joined New York Life 
in 1951 when the company entered the 
Group field, has been a second vice pres- 
ident and Group actuary since 1955, He 
is in charge of actuarial, contract, prod- 
uct development and annuity matters in 
Group operations under the supervision 
of Lowell M. Dorn, vice president and 
chief actuary 


announced by Clarence J. 
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Now the 35th Largest Company 


Also 26th 
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Chicago General Agent 





JOHN K. 


SCOTT 


John K. Scott has been named general 
agent in Chicago for Pan-American Life 
of New Orleans. A native of Gary, Ind. 
he is a graduate of Indiana University 

Mr. Scott entered the life insurance 
industry in 1955 as an agent for Ohio 
National Life. He later joined Massa- 
chusetts Mutual in Skokie, Ill. as district 
manager. Immediately prior to joining 
Pan-American, he was northwestern 
manager for Pictorial Pwhblishers, Inc. in 
New Rochelle, N. Y 

In making the appointment of Mr. 
Scott, Pan-American Life officials said 
the company’s market in the Chicago 
area had grown rapidly and necessitated 
the opening of a second general agency 
in the area. Pan-American Life’s other 
general agent in Leroy W 
Ginter 


Chicago is 


CALENDARS ENCIRCLE GLOBE 
Provident Mutual Series Recognized 
World-Wide Through Educational 
And Artistic Appeal 
The company calendar, distributed to 
clients by Provident Mutual representa- 
tives, has gained world-wide recognition 
through its educational and artistic ap- 

peal. 

A serviceman, stationed far out in the 
Aleutian chain, requested a “bit of home” 
to share with three others on this lonely 
post 

A life insurance official in India wrote, 
“T have liked your calendar very much 
and write to request if you will please 
send me a calendar again, which you 
have been good enough to send for the 
last so many years.” 

A recipient in Sweden commented on 
the lovely pictures of Americana and the 
excellent lithographic reproductions used 
to depict these varied scenes. From 
Switzerland came thanks “for providing 
us with such beautiful landscapes,” and a 
Czechoslovak correspondent reciprocated 
by forwarding magazines from his coun- 
try 

Teachers, businessmen, artists and 
housewives throughout the United States 
and ‘Canada have requested the colorful 
calendars. The company has received 
many interesting and gracious acknowl- 
edgements from home and abroad. 

The six outstanding paintings for the 
1962 calendar were chosen from among 
more than 50 oils and watercolors dis- 
played in the company auditorium last 
spring. Participating in ‘the balloting 
were members of the Philadelphia agen- 
cies and the majority of the home office 
employes. The final selections include 
the works of Guy Wiggins, Charles R. 
Kinghan, Robert Krouskoff, Mary Ann 
Wackenhut and Charlotte Joan Stern- 
berg 


LICENSED IN INDIANA 

Ohio Life, a member of The Ohio Cas- 
ualty group, been authorized to 
transact business in Indiana. The com- 
pany is also entered in California, Colo- 
rado, D. of ‘C., Florida, Towa, Michigan 
and Ohio and has applications pending 
in several other states. 


has 
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Restrictions on Stock 
Redemption Agreements 





EDWIN M. JONES 


Before the Practicing Law Institute on 
Close Corporations, Edwin M. Jones, 
assistant general counsel at New York 
Life and a specialist on tax matters affec- 
ting the company and its policyholders 
delivered a recent lecture, “Restrictions 
on age and Buy-Out Agreements.” 

Jones discussed briefly the various 
Seal of the New York State law 
relating to restrictions on transfers and 
then dealt in some detail with the prob- 
lem to be considered in connection with 
the purchase of stock of a deceased 
stockholder on his death. The important 
elements of valuing stock for estate tax 
purposes was reviewed in the light of 
pertinent decisions and Revenue Ruling 
59-60. The tax problems of the corporate 
stockholder during his lifetime were ex- 
plained and clarified. Clarifications en- 
compassed the tax status of premiums 
paid by the corporation and of the 
proceeds of insurance and related estate 
tax questions. Considerable attention 
was devoted to a review of the redemp- 
tion Sections of the Internal Revenue 
Code as they relate to stock redemption 
“attribution rules.” Double attribution 
perils under Revenue Ruling 59-233 were 
examined. Late decisions clarifying the 
possible impact of an “accumulated earn- 
ing tax” on funds accumulated by a 
corporation to redeem stock were ana- 
lyzed. The importance of the decision 
of the Court of Appeals for the Fourth 
Circuit in Mountain State Steel Found- 
ries, Inc. was noted. 

Mr. Jones started with New York 
Life in 1952 as an attorney and has been 
successively promoted to assistant coun- 
sel, counsel and assistant general counsel. 
Prior to New York Life, Mr. Jones con- 
ducted his own practice and was an 
associate attorney of the predecessor 
firm of Dewey, Ballantine, Bushby, 
Palmer & Wood. He is chairman of the 
Insurance and Annuity Committee of the 
New York State Bar Association tax 
section; chairman of the Subcommittee 
on life insurance companies of the Amer- 
ican Bar Association insurance commit- 
tee; a member of the tax committee of 
the New York County Lawyers Asso- 
ciation and a past member of the tax 
committee of the Association of the Bar 
of the City of New York. In addition 
to his primary responsibility for New 
York Life in the tax field he works on 
special corporate and litigation matters. 


BINGHAMTON ASS’N OFFICERS 

Andrew J. Horney, representative in 
the Binghamton general agency of Na- 
tional Life of Vermont, has been elected 
President of the Binghamton Association 
of Life Underwriters. Active in insurance 
and community affairs, including eye- 
bank and blind- workshop programs, he 
Succeeds William L. Formanek, Metro- 
politan Life, as chief BALU officer. 

Other new association officers are a, 
Richard Keck, Metropolitan, first vice 
President; William Pryor, Prudential, 
and Francis M. 
secretary-treasurer, Metropolitan. 


second vice president, 
Smack, 


Lincoln National Life 


Names Two Supervisors 


William J. Burgert, CLU, and Terence 
J. Ryan have been appointed to super- 
visory posts in C. L. Rasey & Associates, 
Columbus, representatives ‘of Lincoln 
National Life. Their appointments, 
which are under Lincoln Life’s manage- 
ment development program, were an- 
nounced by Calvin L. Rasey, CLU, gen- 
eral agent. 

Mr. Burgert joined Lincoln Life in 
1947 as assistant cashier in the Chicago 
Clearing House, and in 1949, he was 
named cashier in the Columbus office, 
at which time he also entered life in- 
surance selling on a part-time basis. He 
became a full-time representative in the 


PROMOTE W. R. LOEHR 

William R. Loehr has been appointed 
assistant superintendent of agents for 
Unity Mutual Life, Syracuse, Leland J. 
Bayley, president announced. 

His new duties will include responsibil- 
ity for Group insurance, including health 
and accident programs, plus special 
project assignments. Mr. Loehr, a 15- 
year veteran of the insurance business, 
has been with Unity as a special agent 
for Group insurance since 1960. 





Columbus agency in October, 1960. 

Mr. Ryan’s background includes suc- 
cessful experience in the field of agency 
management. As a supervisor in the 
Rasey agency, his responsibilities will 
include the recruiting and training of 
new agents. 


National L. & A. Directors 
Recommend Stock Split 


Directors of National Life and Acci- 
dent, Nashville, in their recent quarterly 
meeting, voted ‘to recommend to stock- 
holders at the annual meeting next Feb- 
ruary, that the company’s capital stock 
be split on a two-for-one basis, reducing 
the par value from $10 to $5 per share. 

Following the meeting, it was also in- 
dicated that “if all appropriate consider- 
ations at that time seem favorable for 
such decision,” the directors will insti- 
tute action for a stock dividend of 20%. 
Such action, following the stock split, 
would increase the number of shares of 
the company’s capital stock from 3,000,- 
600 shares to 7,200,000. 





25 $ 3.14 
30 3.56 
35 4.35 





EASTERN LIFE | 


INSURANCE COMPANY OF 


NEW YORK 





CHECK THESE LOW RATES 
on our new 

FOUR YEAR TERM PLAN 

Renewable and Convertible 


Annual Premiums 


Age per $1000 


Minimum policy $25,000 


Add $7.50 Quantity Reduction Factor 
annua!ly regardless of amount of policy. 








Annual Premiums 
Age per $1000 


40 $ 5.80 
45 8.05 
50 12.25 






HOME OFFICE: 355 LEXINGTON AVE. 
NEW YORK 17, NEW YORK « MU 7-1920 
General Agency Opportunities Available In: 

Connecticut, Delaware, Florida, Michigan, 


New York, Pennsylvania, District of Colombia 
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Society of Actuaries Meeting 


(Continued from Page 4) 


dividend option as a hedge against in- 
flation when used on non-financed sales. 
L. K. Smith, Mutual Trust, 


that, upon receiving an increasing vol- 


reported 


ume of financed business involving the 
5th dividend option, his company had 
withdrawn the option and limited com- 
mission to the rate for decreasing Term, 
where a loan or assignment appeared 
in the second policy year. 

J. S. Hill, Minnesota Mutual, stated 
that his company requires a statement 
from agent and prospect that financed 
insurance was not recommended. This 
has helped limit use of the 5th dividend 
— to split dollar cases. 

M. Boermeester, John Hancock, dis- 
BS. the many changes in double in- 
demnity type coverages including the 
adoption by a number of companies of 
a definition without the requirement that 
the means of death also be accidental, 
triple indemnity coverages and a trend 
to higher limits of issue. H. A. Wood- 
man, New York Life, discussed ‘the basis 
used by his company for premiums and 
reserves for a comprehensive triple in- 
demnity benefit introduced a year ago. 
This new benefit has resulted in an in- 
crease in accidental death coverages sold. 
P. E. Sarnoff, Prudential, reported on a 
study of his company’s experience on 
non-occupational vehicle accident cov- 
erage. D. N. Campbell, Crown Life, re- 
ported that it will soon be possible due 
to revisions in Canadian insurance laws 
triple indemnity coverages in 
Canada without having to treat cover- 
ages in excess of the amount of the 
basic life insurance as accident and 
sickness insurance. R. E. Edwards, Balti- 
more Life, commented on the desirability 
ff including coverage for school bus 
accidents in common carrier coverage. 
B. W. Batho, Life of Georgia, reported 
on a travel accident rider which has 
proved very popular with the company 
over a long period of time. I. M. Charl- 
ton, Peoples Life of Washington, dis- 
cussed the basis used by his company 
for premiums on triple indemnity cov- 
erage. 

N. L. Campbell, National Life of Ver- 
mont, pointed out that there may be 
poorer mortality under one-year term 
dividend option because the option is 
used largely for financial insurance, but 
it may be impractical to charge this anti- 
selection against the option itself. He 
also discussed the arguments for making 
this option convertible. H. Walker, Equi- 
table Life. pointed out that this option 
will be used predominately on male lives 
and rates should be loaded for this fac- 
tor. The rates must also be loaded for 
premium taxes, but he felt the other 
expenses would not be much greater 
than the cost of paying cash dividends 
H. W. Hickman, Prudential, stated that 
his company is using ‘rates based on their 
dividend mortality assumption plus a suit- 
able loading for expenses. This option 
would be offered for an amount that can 
be purchased using the policy’s entire 
dividend or 30% of the face amount, 
whichever is less 

A.C. Webster, Mutual Of New York, 
stressed the importance of avoiding anti- 
selection under the option by sound un- 
derwriting at issue. B. N. Berin, Guard- 
ian, said that there had been a signifi- 
cant decrease in the amount of disability 
income coverage written by his companv 
due in large measure to the impact of 
non-cancellable A. & H. sales. R. E. 
Munro, London Life, reported that their 
sales of disability income had remained 
stable and that their claim experience had 
been very favorable. 

J. C. Antliff, Prudential, and G. C. 
Davis. LT AA, both discussed the problems 
in connection with 1958 CSO revisions 
of those states which have not enacted 
the Standard Nonforfeiture Law but 
which do have statutory requirements 
that cash values be not less than the re- 
serve minus $25 per thousand. 


to issue 


Electronic Data Processing 


A discussion on electronic data process- 
ing was held under tthe chairmanship of 
J. C. Davidson, Confederation Life As- 
sociation. 


M. R. Cueto, New York Life, stated 
that electronics is a necessary element 
in the education of the actuary. He felt 
the Society of Actuaries should con- 
tinue to lead the field in studying new 
areas for electronic data processing. 


M. Melnikoff, Prudential, felt that the 
Society’s activities in electronics should 
be oriented away from equipment and 
office procedure, and toward techniques 
of electronic programming and systems 
design. 


H. G. Johnston, North American Life 
Assurance, stated that actuaries have 
played a large part in developing and 
administering electronics systems of Can- 
adian companies. D. H. Harris, Equitable 
Society, felt that the education of the 
actuary should deal in concepts in elec- 
tronics rather than details. x. Groe- 
schell, Northwestern Mutual, described 
the direction of the future work of the 
Society’s Committee on New Recording 
Means and Computing Devices. J. ‘R 
Jamieson, Prudential, questioned the ad- 
visability of including material on the 
examination syllabus of the Society on 
electronics. J. F. B. Amsden, Sun Life 
of Canada, felt that other organizations 
such as LOMA and ISA would need the 
help of actuaries to develop electronic 
methods fully. G. E. Cannon, Standard 
of Oregon, felt that knowledge of elec- 
tronics can be obtained by the actuary 
in ways other than through the syllabus 
of the Society. 


J. W. Lincoln, Northwestern Mutual, 
described a method his company uses to 
generate premiums, cash values and re- 
serves. A. Goebel, Northwestern Na- 
tional, described a model office method 
of computing gross premiums indicating 
its advantages over an asset share 
method. R. M. Collins, Minnesota Mu- 
tual, described a method of setting divi- 
dend scales by an asset share approach. 
W. A. Macomber, Prudential, described 
model office methods used by a 705 IBM 
computer, for in force and reserve pro- 
jections. Yuan Chang, Travelers, de- 
scribed a valuation method employing a 
computer, >. Howell, John Hancock, 
described a model office computer pro- 
gram using the generation theory of in- 
terest rates. J. J. Connors, New York 
Life, described his company’s techniques 
for calculating premiums, dividends and 
reserves by use of a computer. J. R. 
Jamieson, Prudential, mentioned the 
trend of issuing of policies by use of 
computers. 


In leading off the discussion of the or- 
ganizational problems involved in com- 
puter operations, J. E. Moore, Crown 
Life, described the planning department 
instituted in his company and pointed 
out the importance of blending the com- 
puter operations in with the interests of 
all departments of the company. B. J. 
Helphand, Pacific Mutual, discussed the 
problems pecuhar 'to a medium-sized 
company in gearing procedures to the 
use of electronic data processing equip- 
ment. 

The responsibility for systems and op- 
erations of both large scale tape com- 
puters and medium size punched card ma- 
chines in The Prudential was discussed 
by P. E. Sarnoff. J. C. Davidson of the 
Confederation Life pointed out the ad- 
vantages of utilizing both actuarial per- 
sonnel and administrative executives in 
staffing a company’s planning depart- 
ment. R. G. Espie, Aetna Life, empha- 
sized that if the computers were to be 
used in management functions, as op- 
posed to purely actuarial or research 
functions, the person responsible for their 
operation should have general administra- 
tive responsibilities, not just actuarial 
responsibilities. 

C. G. Groeschell, Northwestern Mu- 
tual, outlined the results of moving, the 


premium collection function from the 
general agents’ offices to the home office 
under the new administrative system in- 
stalled in his company with the use of 
large scale computers. The revised sys- 
tem thas eliminated an average of about 
one clerk from each agency office. J. P. 
Jamieson, Prudential, stated that cost 
savings would usually develop as the re- 
sult of the over-all study of methods 
that installation of electronic data proc- 
essing equipment forced on a company. 
C. N. Peacor, Massachusetts Mutual, 
described the adaptation of the group 
administrative function in his company to 
a system utilizing electronic data proc- 
essing equipment. He noted that the 
cost reductions were most likely to de- 
velop as the system was extended from 
billing and records maintenance to com- 
mission payment and renewal procedures. 


Pensions 


B. H. Hazelhurst, Pacific Mutual, pre- 
sided over a session on pensions. David 
Yanis, Alexander and Alexander, opened 
the discussion concerning actuarial re- 
ports and stated his belief that the most 
important point in prep< aring a first study 
report for a client contemplating a new 
retirement plan is that the report should 
be tailor-made to the client’s needs. Ber- 
nard Fenster, Charles Ahearn, consult- 
ants, agreed with the previous speaker 
and added further emphasis on the need 
for discussing the various funding media 
with the client as well as drawing his 
attention to the sources of emerging 
costs. Frank Cubello, The Prudential, felt 
the need to compare their proposed plan 
with other companies’ proposals. He also 
pointed out that actual experience, not 
assumptions, determines costs. B. R 
Thomas, Wyatt Company, outlined the 
minimum contents of a first study report, 
including among other things such topics 
as description of the actuarial assump- 
tions used and an indication of the flex- 
ibility of the funding medium. A. A. 
Groth. Arthur Hansen, consulting actu- 
aries, felt that the actuary has a respon- 
sibility in establishing a balance in union- 
employer plans. 

P. C. Bassett, Towers, Perrin, Forster 
and Crosby, appealed for a clarification 
of the confusion brought about by the 
terminology prevalent in mz iny reports 
today. C. J. Woods, William Mercer, 
Ltd. emphasized the need to educate 
the client and the value of getting rid 
of spurious accuracy. R. N. Wood, Alex- 
ander and Alexander, stated that as a 
minimum, the annual reports should con- 
tain a review of the experience under the 
plan since the previous report. R. G 
Moss, Marsh and MacLennan, believed 
that reports should include not only 
facts but an interpretation of these facts 
by tthe actuary. J. A. Curtis, Milliman 
and Robertson, presented a discussion 
concurring in a number of points. with 
the previous speakers. W. A. Dreher, 
Lybrand Terriberry, voiced a plea to keep 
reports simple to avoid legalistic jargon 
and to remember that the report is to be 
read by several different levels of people 
in the client’s firm. 

In opening the discussion on this sub- 
ject of actuarial soundness, D. C. Bron- 
son, Wyatt Co., said that it should be left 
to pension actuaries, and not to pension 
statutes, to determine proper standards. 

Dy er, Towers, Perrin, Forster & 
Crosby, referred to Mr. Bronson’s book 
entitled, “Concepts of Actuarial Sound- 
ness in Per nsion Plans” to point up the 
elusiveness of a single definition of the 
term. Among the minimum essentials, 
Mr. Dyer mentioned (a) some advance 
funding, (b) expert actuarial supervision, 
(c) reasonable actuarial assumptions and 
methods (d) contributions based on the 
actuary’s recommendations and (e) sound 
investment of the fund. The factors 
which Geoffrey N. Calvert, Alexander 
and Alexander, would stress include de- 
gree of employer permanency, acceptabil- 
ity of shifting costs into the future, the 
nature of the assets, the timing of income 
and outgo, and the obligations arising 
at the plan’s termination. 


Considering the vested benefit, F. L. 
Griffin, Wyatt Co., viewed it as just an- 
other benefit under a pension plan to 
which he would accord a lower level of 


funding priority than the normal, y 
or disability pension benefit. D. §S, 
Grubbs, Jr. made the suggestion that 
“actuarial gains” could be applied to help 
fund the employer’s past service lialil- 

y. 

The discussion on this section was then 
brought to a close by the Chairman B. H, 
Hazelhurst, Pacific Mutual, who indi- 

cated that his company reserves the right 
to disassociate itself from a Deposit 
Administration pension plan whose ond 
ing . inadequate. 

Owen, Ostheimer & Co., opened 
Ph ch on small pensions by noting 
that except for the very small employer 
with less than ten covered employes there 
was no point in trying to use individual 
contracts as funding media even with a 
streamlined approach involving “canned” 
pension plan specifications. His firm, in 
cooperation with banks and attorneys in 
various areas, has developed a stream- 
lined package for the small employer 
for a combination of very modest fees, 
However, S. J. Kingston, National Life 
of Vermont, felt that improvements in 
individual policies, reducing the gap in 
central costs and incorporating some fea- 
tures of other funding methods, might 
well be really best for the small em- 
ployer. K. H. Ross, Huggins & Co. 
pointed to the trend toward co-mingled 
pension trust funds for small employers. 
He also discussed the version of H. R. 10 
which was reported to the Senate on 
September 13, 1961. 

J. M. Burleigh, Connecticut General, 
mentioned that his company brought out 
a new series of individual policy pension 
products in order to reflect the favorable 
treatment afforded qualified pension busi- 
ness under the new life insurance income 
tax law. Like Mr. Kingston, he felt that 
individual policy products continue to ful- 
fill successfully the pension needs of the 
small employer. An corcene viewpoint 
was expressed by G. N. Watson, Crown 
Life, who favored the Group annuity to 
the individual annuity contract as more 
suitable for small pension programs. 


Panel on the Actuarial Profession 


R. A. Hohaus, Metropolitan Life, 
served as chairman of a panel which dis- 
cussed matters dealing with the profes- 
sional status of actuaries. Other mem- 
bers of the panel were William Leslie, 
Jr. president of the Casualty Actuarial 
Society, who traced the origin and de- 
velopment of the Casualty Actuarial So- 
ciety and E, \D. Brown, Jr., consulting 
actuary, who described the activities and 
organization of the Fraternal Actuarial 
Association and the Conference of Actu- 
aries in Public Practice. There was gen- 
eral agreement that each of the four 
organizations was vitally concerned with 
the problems involved in gaining gis 
recognition of the professional status o 
actuaries. Committees for each a 
tion will continue to explore ways to co- 
ordinate the activities of each body and 
find solutions which will be acceptable to 
all concerned. 


Individual Health Insurance 


J. CC. Angle, Woodmen 
Life, was chairman of a discussion on 
individual health insurance. On the sub- 
ject of individual and family major med- 
ical morbidity experience and claim costs, 
D. R. Skelton, Monarch Life, said that 
his company had developed separate 
levels of premiums for high, medium and 
low cost areas because of the vast differ- 
ences in claim costs by area. R. P. 
Coates, Equitable of New York, indicated 
that the claim cost curve for his com- 
pany’s experience was similar to that 
published in a 1957 paper by Morton D. 
Miller, (TSA VII) at the young ages but 
were higher at the older ages and was 
twice as high in the sixties. Miss M. E 
Doyle, Connecticut Gener: il, discussed the 
trend of her company’s experience which 
showed about a 5% annual increase in 
the size of claims since 1952. H. D. Allen, 
John Hancock, cautioned against ignor- 
ing the inflationary effect in determining 
premiums in view of the high persistency 
of major medical policies and the difficul- 
ties inherent in increasing premiums un- 
der the guaranteed renewable provision. 


Accident and 


(Continued on Page 16) 
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Tell of Pioneering by 
The Manhattan Life 


DINNER OF NEWCOMEN SOCIETY 





Company Wrote Chinese Coolies Group 
In 1854; Among First to Write 
Women Risks 





The Newcomen Society of America, 
whicl) has been host to a number of 
life insurance companies at its dinners 
honored the Manhattan Life at the Pierre 
Hotel on November 15. Most of the di- 
rectors of the company were at the event. 
The opening speaker was former Dean 
G. Rowland Collins of New York Uni- 
versity. 

The history of the company was given 
by Thomas E. Lovejoy, president of 
Man iattan Life, and the concluding 
speaker was J. P. Fordyce, the com- 
pany’s chairman. 

The Manhattan began business in 1850. 
As Mr. Lovejoy described the history 
of the company it was disclosed that 
it had pioneered in many respects. He 
told the story of how Holland and Aspen- 
wall, New York ship owners, insured in 
the Manhattan Life in 1854 720 Chinese 
coolies sailing on the Clipper Sea Witch, 
which incidentally still holds the China 
to New York record for sailing ships. 
Within twenty-four hours after sailing, 
three of the coolies 
jumped overboard and were lost. Dur- 
ing the 65-day voyage eleven other 
coolies died of sundry diseases in the 
City of Panama. Some of the other firsts 
of Manhattan Life were described as fol- 


Panama-bound 


lows: 
First to Write Accident 


Of the companies now in existence the 
Manhattan was a pioneer in writing ac- 
cident and health. Along this line Mr. 
Lovejoy said: “We believe it is quite 
possible that Manhattan Life, among all 
the United States life insurance com- 
panies in existence today, was the first 
to write accident and accidental death 
insurance. At the December 10, 1850 
board meeting the chairman of the com- 
mittee on applications reported: ‘The 
organization of the accident and ac- 
cidental death business, which this com- 
pany has adopted in affecting insur- 
ance of the former with the Franklin, 
whereby it was conclusively shown they 
had profited by their experience and if 
successful in getting business, the com- 
pany must realize large profits.’ The 
Benjamin Franklin Life, the only com- 
pany which appears to have preceded 
the Manhattan Life in the accident field, 
a in the United States Life in 

70.” 


About insurance for women Mr. Love- 
joy made this statement: 

“I don’t know if the company was 
the first life insurance company to write 
life insurance on women, but I suspect 
that we were among the first. The first 
woman insured by Manhattan Life was 
on ‘the books as early as November 19, 
1850. This was Policy Number 65 for 
$500 of Seven Year Term issued to 
Caroline Ingraham of Madison, N. i. 
Whose occupation was listed as ‘woman.’ ” 

‘When the Civil War ended Manhattan 
Life decided to take a liberal non-legal 
view of the whole difficult situation of 
Southern policyholders and to pay all 
claims minus the amount of unpaid 
Premiums. Also every effort was used 
to help those policyholders still living 
to reinstate their policies. 

_ In discussing World War II Mr. Love- 
Joy said: 

“In an effort to aid in the prosecution 
of the War, ‘the board of directors at 
a special meeting December 23, 1941 
Passed a resolution to the effect that 
Manhattan Life would use an amount 
equal to all its renewal premiums to 


Bikoff Agency Seminar 
Arthur H. Bikoff, general agent in 
New York for Aetna Life, has an- 
nounced the seventh annual sales sem- 
inar for brokers to be held at the War- 





purchase Government securities for the 
duration of hostilities. We were the 
first company ‘to take such action, and 
the announcement of this action received 
wide publicity as the Associated Press, 
United Press and other services carried 
the news to newspapers throughout the 
country. The company received many 
telegrams and letters of commendation 
from the Treasurer of the United States 
and the Governor of each State where 
we were licensed to do business. On V-J 
Day Manhattan Life had 43.8% of its 
assets invested in Government securi- 
ties. 

“When the war was over the company 
invited war veterans to apply for a 
refund of unearned premiums on policies 
containing double indemnity and _ total 
disability waiver of premium clauses as 
such clauses were inoperative during 
their service in the war. Nearly 700 
war veterans took advantage of this 
offer.” 

The company was a pioneer in writ- 
ing incontestable risks. 


wick Hotel, beginning November 28 and 
each Tuesday through December 18. The 
seminar is open to all general insurance 
agents without charge. Topics discussed 
and reviewed will be pension Group, ac- 
cident and health, estate analysis, busi- 
ness insurance, etc. Mr. Bikoff, home of- 
fice personnel and the agency staff will 
be the guest speakers. 

Mr. Bikoff has held these seminars 
annually since he opened his agency in 
1955. Long active in the affairs of the 
Life Underwriters Association of the 
City of New York, he is currently serv- 


ing as educational vice president. His 
agency is a three-time winner of the 
President’s Trophy, highest honor be- 
stowed by the company to a general 
agent. 

The Bikoff Agency has grown s 
rapidly that it has made four moves since 
1955 and is now located on the 35th floor 
of the Tishman Building at 666 Fifth 
Avenue. The agency consists of a staff of 
five supervisors and 22 agents. Also hun- 
dreds of casualty agents and general in- 
surance brokers have been trained for 
the New York State life agent’s license. 








GROUP PENSION UNDERWRITING 


This could be your opportunity for advancement if you have had 
Home Office experience in field of insured pension plans involving 
underwriting and preparation of Group annuity contracts. Group 
Pension Underwriter needs chief assistant in rapidly growing, recently 
established department of leading Life Insurance Company in N.Y.C. 
metropolitan area. Salary open. Submit resume to Box 2957, The 
Eastern Underwriter, 232 Madison Avenue, New York 16, N. Y. 














LOOK 
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4uh DISCOUNT 


ON PREMIUMS MEANS GUARANTEED SAVINGS FOR 
YOUR CLIENTS. MONIES DEPOSITED FOR PAYMENT 
OF PREMIUMS DUE WITHIN THE FOLLOWING TEN 
YEARS EARN 414%. IF DEATH OCCURS, MONIES NOT 
YET APPLIED IN PAYMENT OF PREMIUMS ARE RETURN- 
ED WITH INTEREST TO YOUR CLIENT’S ESTATE. LET 
US SHOW YOU HOW IT WORKS IN COMPETITION — 


— For instance: A $1,000 premium payable each year and 
discounted for 


AS CLOSE TO YOU AS YOUR TELEPHONE 


" (CANADA LIFE 


1 year will save your client $ 40.80 
4 years will save your client $ 391.40 
7 years will save your client $1,053.00 
10 years will save your client $1,989.10 








C7 tesurance Company 


A MODERN COMPANY 114 YEARS OLD Home Office: TORONTO, CANADA 
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N. Y. State Association Holds 


Semi-Annual Delegate Meeting 


President D. E. Shopiro Sounds Warning About Replacement 
Regulations; Cautions Against “Hamstringing” Honest 
Agent; Step-Licensing a Major Item on Agenda 


The New York State Association of 
Life Underwriters held their semi-annual 
delegate meeting in Syracuse recently. 
Donald E. Shopiro, CLU, president of the 
State Association, said that this was one 
of the most intensive meetings with a 
26-item agenda that has ever been held. 

For the second time, the delegates 
from the 34 local associations attending 
their first meeting were given an indoc- 
trination session of one hour. This course 
was conducted by Past President Frank 
H. Wenner, Sr., CLU, general agent, 
Connecticut 7 a, Utica and past pres- 
ident Stanley C lins, CLU, assistant 
staff anne tory field management, 
Metropolitan in New York City. About 
30% of the total delegate body were first- 
time attendees 

The traditional general committee — 
composed of the officers, the regional 
vice presidents, and four appointees— 
met, chairman of which was Robert M. 
Williamson, CLU, general agent, Con- 









WILLIAM J. 


112 John Street 


FOR YOUR 





FOR YOUR HEALTH—CALL HILL! 
ACCIDENT & HEALTH CENTER FOR BROKERS 


Almost without reservation, we can guarantee placement of any individual, 
group, or special risk case you have, and your business is fully protected. 


HILL AGENCY, 


HILL BUILDING 


CO 7-5822 
LIFE—CALL HILL! 


necticut Mutual, Rochester. 

The 34 associations were divided into 
seven workshops where each of the three 
delegates from the local association de- 
veloped the agenda for three hours in 
preparation for the consolidated meeting 
on the final day. The agenda for the 
workshops was directed by Harold A. 


Loewenheim, CLU, manager of Home 
Life in New York City. 
Proposed legislation of the “Kintner- 


type,” permitting those professional 
groups to operate as corporations for 
fringe benefits, was authorized. The 
delegates instructed the State Associa- 
tion officers to call a meeting of the 
State Association of Architects, State So- 
ciety of Certified Public Accountants, 
New York State Dental Society, New 
York State Bar Association, New York 
State Medical Society, and others to 
bring about a uniform “Kintner” type 
legislation in New York State. 
Step-licensing was a major item on the 
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Consultant to Life Insurance 
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155 EAST 44TH STREET, NEW YORK 17, N. Y. 
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Prepared for Consultation 


with Life Insurance Companies wishing to develop Sick- 
ness and Accident business and Sickness and Accident 
Companies wishing to develop life insurance business. 
Record of unusual achievement as consultant. Work on 
all phases of Home Office agency activity as well as field 
Can be seen by appointment. 





agenda of all three segments of the State 
meeting—general committee workshops, 
and general delegate meeting—because a 
large number of companies have recently 
been contacted to ascertain their views. 
It was apparent that no life insurance 
company expressed opposition to the 
step-licensing theory; for it reflected the 
educational programs most of the com- 
panies are using after an agent secures 
his New York State license. Several of 
the companies requested a specific out- 
line of the exact provisions contemplated 
in a step-licensing law for New York 
State. A committee was authorized to 
prepare ‘this material and its member- 
ship will be announced by President 
Shopiro shortly. 


“Saratoga Meeting” Dates 


The dates of the “Saratoga Meeting” 
—February 16 and 17 under the chair- 
manship of Charles E. Drimal, CLU, 
general agent, Penn Mutual in New Y ork 
City—was announced, as well as_ the 
dates of the Appleknockers’ Sales Cara- 
van for April 25-26 with NALU trustee, 
Charles Anchell, New York Life, New 
York City, as chairman. 

Past President Harry K. Gutmann, 
CLU, Mutual Of New York in New York 
City, discussed the anniversary-member- 
ship year. NALU will use New York 
State and Texas as two of the three 
pilot states for this experiment, author- 
ized by the amendment to the constitu- 
tion of NALU which took place at the 
Denver meeting earlier this year. Mr. 
Gutmann made it clear that all member- 
ship between now and June 30, 1962 
would be on exactly the same basis as 
before. In order to get ready for the 
July 1, 1962 membership basis, 'the lead- 
ership training sessions for the local 
association officers—and particularly the 
secretaries—will be held in June, 1962. 

The delegates authorized the officers 
to hold the Annual State Delegate Meet- 
ing in Lake George in May 1962. 


President's Report 


Donald E. Shopiro, president of the 
State Association, in his presidential re- 
port before the joint luncheon of the 
Syracuse Life Underwriters Association 
and the State Association Delegates, 
sounded a warning about replacement 
regulations. Mr. Shopiro, who is a CLU 
and an agent for Massachusetts Mutual 
in Syracuse, said “we agree it is highly 
desirable to find an effective method 
of stopping the twister. But, we disagree 
with the methods which have been pro- 
posed to stop him. We believe that the 
regulations which have been proposed 
in other states may: fall short of the 
mark and leave loopholes through which 
the wily twister can slip, or, overshoot 
the mark and h: amstring the honest agent 
in his normal sales activities, or, worst 
of all, do both, and we believe that this 
is entirely possible. The legitimate agent, 
abiding by the rules, may find that he is 
involved in a seemingly endless maze of 
red tape and proposal filing, while the 
‘career twister, having discovered a 
loophole through which he can accom- 
plish his ends without being in direct 
violation of the letter of the law, evades 
the requirement and goes merrily on 
his way. 

Mr. Shopiro asked the delegates to 
consider—in order to relieve the honest 
career life underwriter from his predica- 
ment—that there be a committee of field 
men, actively practicing life insurance 
to which replacement cases can be re- 
ferred so that it will not be necessary to 
defend himself in every sale. This com- 
mittee would not have authority to dis- 
cipline an agent but only to investigate 
the facts and to report their findings to 
the proper duly constituted authorities. 
Mr. Shopiro pointed out that regulations 
in some states define replacement where 
new life insurance is sold and existing 
life insurance has had loans made against 
it, as a potential replacement. Such a 
situation would seriously “hamstring” the 
honest agent and leads to the necessity 
of a life field agent committee to evalu- 
ate all the circumstances. 

Mr. Shopiro pointed out that * “this _type 
of approach is really not new.” It is an 
adaptation of the type of self-policing 


Brooklyn General Agent 
For Security Mutual Life 





MILTON I. SHAPIRO 


Security Mutual Life, Binghamton, 
N. Y., has announced the appointment 
of Milton [. Shapiro as general agent in 
Brooklyn, with offices at 26 Court Street, 
Mr. Shapiro is an ll-year veteran of 
the insurance business, during which time 
he has served the New York metropolitan 
area as an independent broker and as 
an agent for Mutual Trust Life. 

A graduate of St. John’s University, 
Mr. Shapiro is a member of the board of 
directors of Temple Beth Elohim Men’s 
Club, and is a ay 3 and past chancel- 
lor of Brooklyn, Lodge 815, Knights of 
Pythias. 


LOMA Automation Report 


A report on the preparation of elec- 
tronic data processing input and output 
has been published by the Life Office 
Management Association. ‘ ‘Input-Output 
Activity,” a 75-page publication with 
many illustrative forms, is the product 
of a discussion meeting recently held by 
one of the Association’s automation com- 
mittees. It contains material submitted 
by four LOMA members: Franklin 
Life, London Life, Massachusetts Mu- 
tual and Northwestern Mutual. 

“Input activity” is defined as the oper- 
ations necessary to prepare data for 
computer processing. There may be sig- 
nificant activity before the data reaches 
the home office, as in a typing operation 
in the field to produce paper tape for 
conversion to punched cards to be used 
as computer input. This typing opera- 
tion is regarded as part of the input ac- 
tivity. 

“Output activity” is taken to include 
the operations carried on in the home 
office from the —- of reports and 
forms by the computer until they are 
ready to be sent to the policyholder or 
to a field office. Tape outputs that never 
leave the computer division are not in- 
cluded in this category. 

The four contributing companies em- 
phasize “turnaround” documents—forms 
prepared by the computer that go out to 
the Salon ap the field office, or other 
divisions of the home office and subse- 
quently return as input. 

Copies of “Input-Output Activity” 
have been distributed to LOMA mem- 
ber companies. Additional copies of the 
report are available at the cost of $1.50 
to members and $3 to nonmembers, "plus 
25 cents for postage and handling. 





which is used in the professions of med- 
icine, law, accounting, architecture, engi- 
neering, and doubtless others. If a com- 
mittee of members of these professions 
is best qualified to review cases involv- 
ing questionable ethics or illegal pro- 
cedures of a fellow member, doesn't it 
seem reasonable that this is also true in 
the profession—or business—of life in- 
surance ?” 

The New York State delegate body— 
after more than an hour of discussion— 
strongly endorsed President Shopiro’s 


suggestion as a needed measure to cope 
with the replacement problem. 
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‘The Federals are Coming!’ 





Fleming Sounds Clarion Call of 1961 


Speaking at the Health Insurance As- 
sociation of America’s 1961 recent Indi- 
vidual Insurance Forum in Philadelphia, 
Roger Fleming, secretary-treasurer and 
director of the Washington office of the 






American Farm Bureau Federation, said 
both his group and the HI AA “are tar- 
gets of ‘positive program’ propaganda. 


“It is conducted by the ‘cult of the 
positive,” he asserted. “These are the 
people who want a ‘positive program’ 

\ ‘positive political alternative’ on each 
pad every issue. To them you don’t have 
a positive program unless you have a 
program for government intervention. 
These people are determined ‘to be posi- 
tive, even if it means being positively 
wrong.’ 

Mr. Fleming declared that if people 
know what they are for, they won't 
hesitate to be against what is incon- 
sistent with their beliefs. He added: 

“If you are for ‘the private, competitive 
enterprise system, you will be against 
what is inconsistent with it. If you are 
for the voluntary method of solving 
problems, you will fight anything that 
involves compulsion or coercion. If you 
are for individual responsibility and free- 
dom, you will oppose anything that is 
inconsistent with that fundamental con- 
cept. 

“If You Really Know What 
You are For... 

“If you really know what you are for, 
you won't be bothered by the efforts of 
the authoritarian liberals to frustrate 
you. If you have a deep understanding 
and appreciation of our greatest of all 
national traditions, which is individual 
freedom, it won't bother you to oppose 
things that threaten individual freedom.” 

Mr. Fleming said that as a midwestern 
farm boy, he thrilled to the story of Paul 
Revere and tthe simple message he de- 
livered, “The British are coming.” 

“I could give you an equally clarion call 
today,” said the farm leader. “Just as 
simple, just as clear—‘The Federals are 
coming!’ I don’t know very much about 
old frontiers or new frontiers—but I 
know the fight for freedom is the eternal 
frontier.” 

Mr. Fleming called the 
Pureau Federation a 
of government 
organization 


American Farm 
“long-standing foe 
medicine.” He said his 
has testified in opposition 


1961-62 HIAA Pibcaciney 
Lists 284 Company Members 


The 1961-62 edition of the Health In- 
surance Association of America Direc- 
tory has just been published, and is be- 
ing distributed to member companies. 

For use by the HIAA membership, the 
116-page booklet includes a list of asso- 
ciation members. listed alphabeticaly and 
geographically, the names and affiliations 
of the board of directors, the names of 
staff members of the HIAA and the 
Health Insurance Institute, the standing 
‘ommittees of the association with the 
members of each committee, the HIAA 
Constitution, the code of ethical stand- 
irds, and other information describing 
the work and activities of the associa- 
tion, 

The directory shows that company 
members now total 284, and that mem- 
bers’ home offices are located through- 
ut the United States, Canada, and the 
Philippine Islands. It also gives the ad- 
lress and phone number of HIAA offices 
in Chicago, New York and Washington. 


to the proposal for health care for the 
aged through social security. 

One of the reasons for this opposition, 
he stated, was that “adoption of the pro- 
posal would lead to the decline, if not 
the death, of private health insurance.’ 

The fact of inflation is one of the 
basic reasons why people come forth 
with political solutions to essentially eco- 
nomic problems, he declared, adding: 

“I know of no more dramatic illustra- 
tion of prismatic hypocrisy than for the 
very people who have been most respon- 
sible for increased government spend- 
ing—and other inflation-feeding activi- 
ties that have gotten many people on 
fixed incomes in an ‘economic bind’ — to 
now suggest that through various kinds 
of government aid they are going to 
‘save them.’ This somehow or other is 
almost beyond comprehension.” 


FIND 1250% COVERAGE GAIN 





Prudential Actuaries Gingery, Mellman 
Report Increase in Persons Covered Un- 
der Comprehensive Major Medical 
A 1250% gain in the number of per- 
sons covered under comprehensive or 
supplementary major medical insurance 
plans, 25,608,000 at the yo of this year 
compared with only 1,889,000 just six 
years previously, was reported in a paper 
delivered in New York at the recent an- 
nual meeting of the Society of Actu- 

aries. 

This information was iucluded in a pilot 
study of Group major medical expense 
insurance experience, made by the So- 
ciety’s Group morbidity Se and 
presented by Stanley W. Gingery, asso- 
e actuary, and Richard J. Mellman, 
assistant actuary, The Prudential. They 
studied the medical expenses behind 
30,000 major medical claims for the year 
1957 of ten of the larger life insurance 
companies. This involved over 75,000 
years of experience for employe cover- 
age and over 50,000 years of experience 
for their dependents. 

The study shows that hospital charges 
represent about one-half of the total 
medical expenses for these claims. This 
proportion of the total expenses was con- 
sistently higher than the results of a 
study about eight years earlier, indicat- 
ng the increasing import ance of hospi- 
tal charges in total major medical ex- 
penses. The hospital expenses appear to 
increase by age at about the same rate 
as total expenses, maintaining the same 
relative importance into the higher r ages. 
The expenses of private duty nursing 
becomes relatively more important at the 
higher ages; surgical and other physi- 
cians’ charges while increasing in 
amount were a smaller proportion of the 
total. 

The study shows the variation in claim 
costs by age, indicating that costs of 
employe coverages above age 60 are as 
much as four times *he cost below age 
40. Under dependents coverages the cost 
for the spouse is about twice the cost of 
the children. For higher deductible plans 
the variation by age and the variation 
between spouse and children is greater. 

Actuaries Gingery and Mellman also 
presented a separate study of compre- 
sensive major medical expense claim costs 
covering the experience in 1959 in the 52 
largest United States metropolitan areas. 
During this period Los Angeles had the 
highest level of claim costs with Seattle, 
San Diego, San Francisco and Akron 
following in that order. 





St Happened Last “Week: 


Red Regime Telling Russian 
People That America Wants 
“Hot War,” Cornett Reveals 


“The Communist party in Russia has 
been feeding the people propaganda,” 
said William B. Cornett last week, “an 
it’s pitiful!” 

Addressing the monthly meeting of the 
New York Association of Health Under- 
writers at Archer’s Restaurant, Mr. Cor- 
nett (director of health insurance for 
The Prudential) gave his impressions of a 
recent trip he made to the Soviet Union. 
(For a feature story on Mr. Cornett’s 
journey behind the Iron Curtain, see the 
October 2, The Eastern Underwriter.) 

Mr. Cornett said the Russian people 
have been led to believe that America 
wants and is preparing for war. “How- 
ever,” he added, “they don’t seem to be 
as alarmed about the Cold WwW ar as we are 
here in the United States.” American 
tourists are helping to dispel this “War- 
mongering” impression he pointed out. 

Asked about insurance conditions, Mr. 
Cornett replied that “free medical care” 
was available in Russia but at the earliest 
opportunity patients were discharged from 
hospitals. The Russian “insurance indus- 
try,” he brought out, is operated by the 
government. Only life and property is 
written with emphasis on auto insurance. 
“Authorities are stringent on drivers in- 
volved in auto accidents who are not 
covered,” he declared. 

Mr. Cornett revealed the following il- 
luminating facts about Russian hospitals: 

Appendectomies are the most fre- 
quently performed operations, fol- 
lowed closely by hernias and stomach 
disorders. 

Eighty percent of the 
women. 

Russian surgical equipment doesn’t 
measure up to ours. 

Private hospital rooms are com- 
parable to our best hospital rooms 
30 or 40 years ago. 

“Two things impressed me in _ par- 
ticular,” Mr. Cornett said. “The first is 
the competitiveness of the Russian peo- 
ple, exemplified by their pride in public 
projects, athletic teams and _ physical 
fitness. 

“The second is their general lack of 
belief in God. When you are dealing 
with people who believe primarily in 
themselves or in science instead of in 
God you are dealing with a different 
breed of people.” Quipped Mr. Cornett: 

“Stalin used to be a god, but now they 
have moved him out of the mausoleum 
to make room for Khrushchev.” 


doctors are 


Gallimaufry on the 
New Frontier? No, 


“Human Renewal’”’ 


The Kennedy Administration last week 
stepped up its campaign to gain public 
support for its medical care for the aged 
bill through a gallimaufry of New Fron- 
tierisms. ; 

In New York HEW Secretary 
—— A. Ribicoff soothingly told the 

Family Service Association of America 
that the Administration’s King bill was 
part of a “sreat new program of human 
renewal.” 

“If we are to make progress,” said Mr. 
Ribicoff, “we must get away from the 
idea that the central mission of public 
welfare is simply one of determining 
eligibility or noneligibility.” Translation: 
Kerr-Mills Law which stipulates a means 
test is hampering this progress. 

“It is no solution simply to hand the 
dependent person a relief check,” Mr. 
Ribicoff continued, “when he (the person) 
was beset by ill health, faulty education, 
domestic discord, racial discrimination or 
inadequate skills.” Translation: For the 
Utopian, somewhere, someplace there is 
that perfectly thought out, properly 
managed government program that will 
prove to be a “package policy panacea.” 

The Secretary challenged the idea that 
public welfare perpetuates dependency. 
“People,” said he, “do not flock for re- 
lief to the state or city that will accept 
them.” Translation: More programs such 
as Newburgh’s could seriously derail the 
Administration’s bureaucratic locomotive. 


Mr. Ribicoff ‘revealed he had adminis- 
trative changes designed “to turn the 
tide of anti-welfare public opinion.” He 
added that these proposals would be ready 
for Congress in January. The question 
of course: Would Congress be ready for 
Them? 


MUTUAL OF OMAHA SETS MARK 

Mutual of Omaha benefits paid have 
reached an all-time high of $126,677,351 
during the first ten months of 1961, Pres- 
ident V. J. Skutt announced. This amount 
is, by itself, equal to the total benefits 
paid during the entire year of 1959. At 
the same time, the benefits paid during 
these first ten months of 1961, already 
mark an increase of over $14,700,000, as 
compared to the year 1960. 




















and in claim payments. 


hospital and surgical benefits. 





INSURANCE BROKERS ALWAYS WELCOME! 


Over the years we have built up a following among metro- 
politan insurance brokers who want “the best” in A. & S. and 
hospitalization coverage for their clients. We aim to please 
them always with prompt service, both in the policy selection 


Why not take a look at our most popular policy, the 
INCOME SECURITY? It will give your clients (1) full 
monthly accident benefits (even for life) for total disability; 
(2) six months’ benefits for partial disability; (3) full sickness 
benefits up to two years with no house confinement, as well as 
sickness benefits, even for life, by rider; and (4) supplemental 


Glad to send you sample policy and rates. 


JAMES R. GARRETT, 


Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 


161 WILLIAM STREET 
REctor 2-4567 


INC. 


NEW YORK 38, N. Y. 
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Is Life Ins. Company 
Product Now Obsolete? 


ARIA WILL EXPLORE QUESTION 


Fougner, Rennie, McCrae, Knepper to 
Speak at American Risk & Ins. Assn’s 
Annual Meeting, Dec. 28-29 in N. Y. 
The American Risk and Insurance As- 
sociation _Gormerly The American Asso- 
ciation of University Teachers of Insur- 
ance) will hold its annual meeting De- 
cember 28-29 at Hotel Biltmore, New 
York. Featured speakers will be Arne 
Fougner, president, Christiania General 
of Tarrytown, N. Y.; Dr. Robert A. Ren- 
nie, vice president, Nationwide Insur- 
ance; William McCrae, American Mu- 
tual Alliance; Wilbur J. Cohen, Depart- 
ment of Health, Education ~ Welfare, 
and William Knepper, editor Interna- 
tional Associ ation of Insurance Counsel. 
Following an executive committee 
meeting Decet nber 27, the conference 
will open with an American College and 
Americais Institute Breakfast. Dr. Davis 
W. Gregg, CLU, president of American 
College of Life Underwriters, and cur- 
rently ARIA president, will then make 
the opening remarks 
Kenneth W. Herrick, Texas Christian 
University, will be chairman of a panel 
on “Has the Life Insurance Company 
Product Obsolete?” Panelists 
will include: Robert I. Mehr, University 
of Illinois, Meyer Melinkoff, The Pru- 
dential, and Robert W. Osler, president, 
Underwriters National Assurance of In- 
dianapolis. Next on the slate is John F 
Adams of Temple University who will 
discuss “Research in Depth.” 
Overman Heads Panel 
Following a luncheon, Dr. Edwin S. 
Overman, The American Institute for 
Property and Liability Underwriters, 
head a panel on “T Emerg- 
ing Science of Risk and _ Insurance.” 


Become 





Panelists and their topics include: James 
Athearn, University of Florida, “Con- 
= -- 


cpecialize tn 


NON CANCELLABLE a | 


tributions to Risk and Insurance Theory 
from the Field of Economics”; Donald 
R. Childress, University of Oklahoma, 

“Contributions to Risk and Insurance 
Theory from the Field of Philosophy”; 
William M. Howard, University of Flor- 
ida, “Contributions to Risk and Insur- 
ance Theory from the Field of Mathe- 
matics”; Oscar R. Goodman, Northwest- 
ern University, “Contributions to Risk 
and Insurance Theory from the Field of 
Law” and Irving Pfeffer, UCLA, “To- 
ward A Pyscho-Dynamic Theory of Risk 
and Insurance.” 

That evening, Mr. Adams of Temple 
University, will lead a research round 
table discussion. 

The next morning from 9:00 to 12:00, 
Grant M. Osborn, Arizona State Uni- 
versity, will be general chairman of a 
broad discussion on “Law, Insurance, and 
the Automobile Accident Victim.” 

John W. Cowee, University of Cali- 
fornia, will speak on “The Problem.” 
Mr. Knepper wi!l follow with a discus- 
sion on the “Defense of the Present 
Legal System.” Mr. Fougner will then 
give a talk on “Automobile Rehabilita- 
tion” and Dr. Rennie will reveal “Re- 
sults of an Actual Experiment.” 

Three other speakers will address the 
meeting for the remainder of the morn- 
ing: Mr. McCrae on “Legal Aspects,” 
Mr. Adams on “Social and Economic 
Aspects,” and Wiilis Rokes, University 
of Omaha, on “The Saskatchewan Plan.” 

General chairman of * luncheon ses- 
sion is Michael Wermel, University of 
Hawaii. Luncheon speaker will be Mr. 
Cohen, whose subject is “Health Insur- 
ance and the Government.” The confer- 
ence will conclude with an afternoon 
business meeting. 


ASSISTANT BRANCH MANAGER 
Occidental Life of California has ap- 
pointed Raymond E. Rogers as assistant 
branch manager in the Grand Rapids 
branch office. He has served with John 
Hancock in Grand Rapids since enter- 
ing the insurance business in 1953. 
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Society of Actuaries Meeting 


(Continued from Page 12) 


J. C. Sibigtroth, New York Life, men- 
tioned that his company’s major medical 
experience was particularly high for 
males at the older ages and favorable 
only for children. C. M. Walker, Lin- 
coln National, stated that his company’s 
experience was greater than anticipated, 
particularly for males at the higher ages, 
and also exhibited large variations in 
claim rates by area. Irving Rosenthal, 
Guardian Life, estimated that claim costs 
had increased by about two thirds in the 
last five years. 

With respect to possible trends toward 
“inside limits” in major medical cover- 
ages, E. P. Barnhart, Washington Na- 
tional, stated that his company had 
adopted a plan with a large number of 
inside limits in order to control varia- 
tions in claim costs by area. This plan 
was adopted after ex xploring and discard- 
ing various means of area rating and has 
exceeded sales expectations. R. L. Whit- 
ney, Mutual Of New York, felt that their 
new plan with inside limits would pro- 
vide controls against overcharging and 
over future increases in claim costs. A. 
L. Buckman, Beneficial Standard, felt 
that the trend toward inside limits was 
an indication of maturity in major med- 
ical coverage and hoped that this type 
plan would be widely adopted by the in- 
dustry. 

J. S. Thompson, Jr., North American 
Life, discussed the significant conclu- 
sions that could be drawn from the re- 
port of 1955-57 Experience Under Indi- 
vidual Accident and Sickness Policies. 
He felt that the morbidity rates were 
generally low and that a new standard 
table is needed because the Conference mor- 
bidity table presently in use has excessive 
margins for policies with waiting periods. 
W. L. ‘Barber, Union Mutual, and B. J. 
Helphand, Pacific Mutual, both cautioned 
against interpreting the 1955-57 expe- 
rience too favorably because this period 
was one of continuing inflation and full 
employment. J. J. Olsen, Prudential, felt 
that the rates were too low for premium 
purposes and that they would require 
supplimentation for use as a basis for 
constructing premiums. R. B. Shapland, 
Mutual of Omaha, indicated that his 
company’s experience was similar to the 
intercompany experience and that over a 
number of years both the secular trend 
and the trend by policy durations were 
downward, J. C. Sibigtroth, New York 
Life, reported that the Committee On In- 
dividual Health Insurance is currently 
extending the 1955-57 study through 1958 
and 1959. 

J. J. Olson, Prudential, also described 
plans of the Committee on Experience 
Under Individual Accident and Sickness 
Insurance for studies of hospital, surgical 
and major medical benefits. Companies 
are being asked to contribute data by 
May, 1962 and an annual study is planned. 
J. W. Huntley, Travelers, suggested a 
possible study of intercompany expe- 
rience on Accident Medical Reimburse- 
ment coverage where his company has 
experienced a sharp increase in claim 
cost in recent years. R. H. Hoffman, 
Equitable Society, discussed the work of 
the actuarial advisory committee ap- 
pointed by the New York Superintend- 
ent of Insurance to assist in developing 
net premiums for hospital and surgical 
expense insurance issued at ages 60 and 
over on conversion of Group insurance. 
Such premiums are subject to the Super- 
intendent’s approval under the terms of 
the Russo Act. N . W, Chellgren, Aetna, 
described his company ’s experience under 
Group conversion policies which sug- 
gested the extent of anti-selection in this 
class of ‘business, particularly at ages 
under 60. R. W. Erdenberger, Mutual of 
Omaha, described his company’s Senior 
Security program involving issues on a 
mass enrollment basis to individuals over 
age 65. A substantial volume of business 
has been written and their claims to date 
are in line with their expectations. 

J. Henry Smith, Equitable Society, 
gave reasons why he believes the dis- 
ability benefits under the Society ‘Secur- 


ity Act should be considered in deter- 
mining the amount of disability income 
coverage to be issued to applicants. His 
company is ‘offering this coverage at 
extra premium to lives with various im 
pairments. Mullens, Business 
Men’s Assur., gave his company’s sched- 
ule of maximum limits for disability x 
come ‘benefits and ~ factors consider 
in establishing them. F. J. Gagliuso, P: 
Revere, quoted his Rad Ba. limits for 
disability income policies. He also cited 
their extra premium program which be- 
gan in 1929 and which now applies to 
about 5% of their issues. C. N. Walker, 
Lincoln National, and John Ryan, New 
York Life, gave details of their pro- 
grams of issuing health ‘insurance covy- 
erages on impaired lives on an extra 
premium basis. Their experience to date 
seems satisfactory. P. E. Singer, Con- 
tinental Casualty, indicated that ‘their 
substandard health insurance statistics 
gave support to their extra premium for 
a number of tthe most frequent condi- 
tions. B. J. Helphand, Pacific ‘Mutual, 
also indicated that their experience so 
far in this area was regarded as satis- 
factory. 


nh 


Agency Problems 
a) fe Moorhead, New England Mutual, 


led a discussion on agency problems. P. 
E. ‘Sarnoff of The Prudential, speaking 
for W. J. Drobnyk mentioned that his 
company makes quarterly analyses of 
agency expenses, relating the actual ex- 
penses to standard costs for each of sey- 
eral ‘types of expense. H. D. Garber, 
Equitable Life, stated that his company 
limits their agency expense analyses to 
first year costs because their managers 
have no administrative duties. Actual 
expenses are compared with ‘standards 
based on the aggregate experience of all 
offices. N. F. ‘Buck, Lincoln National, 
noted that his company prepares four 
different analysis covering various as- 
pects of agency expenses. R. T. Jackson, 
Phoenix Mutual, stated that his company 
has made calculations to determine the 
average profit on business written by 
each agency. M. T. Lake, Occidental, 
noted that about half of the business 
written by his company is derived from 
general agencies and half from branch 
offices. Studies have shown that the 
branch office expenses are getting out of 
line relative to general agency overides 
and subsidies. 

R. A. Leggett, Travelers, stated that 
the first year and field expense margin 
ratios for his company under Section 
213 of the New ‘York Law have been de- 
creasing steadily but that the dollar mar- 
gins have remained almost level. W. H 
Schmidt, Mutual Life, stated that the 
trend and outlook were ‘satisfactory for 
his company with respect to first year and 
total field expense margins. He noted 
that the picture was not so favorable with 
respect to total expense margins, but no 
difficulties are foreseen. A. Hazelcorn, 
noted that salaries for new agents con- 
sisted of a fixed salary based on antici- 
pated production and a variable salary 
related to their formula for maximum 
expense reimbursement. 

E. G. Newcomb, Northwestern Mutual, 
emphasized that validation schedules in 
financing plans for new agents should 
be based on the first year, particularly 
the first three or six months, to deter- 
mine if the agent is working seriously 
at his job. L. W. Sprung, Mutual of Can- 
ada, agreed that if the agent does not 
suceed in the ‘first six months, he prob- 
ably never will and described his plan 
in which the initial allowance is based 
mainly on the agent’s needs. J. C. 
Maynard, Canada Life, described adjust- 
ment of his plan (such as annualizing 
first year commission) needed because of 
his company’s stress on the pre-author- 
ized check plan. A. Hazelcorn stated 


that Guardian Life bases its schedule on 
the first year premiums for life and 
health combined. H. D. Garber reported 
that Equitable ‘tries to pay to the agent 
according to his needs and provides a 
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level income during the first two years 
by means of a reducing salary ‘plus half 
of first year’s commissions. 

G. Bruce, Hartford Life, suggests 
that the only solution to policy replace- 
ment ‘abuses is to introduce strict re- 
quirements. D, S. Craig states the prob- 
len) is not a new one and that Metro- 
poltan has been fighting unwarranted 
replacements for over 50 years. T. E. 
G:|| described London Life’s use of com- 
mission restrictions, and their internal 
replacement files. C. B. Richardson, 
3erkshire Life, believes the problem is 
getting worse because of financing 
schiemes, greater competition and the 
eniry of combined life and casualty sales- 
men. W. F. Sutton states that change 
clerks at Penn Mutual make a numerical 
analysis of all internal replacements; his 
coinpany also notifies other companies 
and warns the policyholder. J. C. Antliff 
quotes 'P. E. Rathgeber of Prudential as 
hoping for uniformity in regulation. R. 
P. Walker, Wisconsin National, believes 
an agent should be forced to file written 
proposals with the company issuing the 
policy being replaced. R. C. Guest, Mass- 
achusetts Mutual, doesn’t believe there 
are statistics to back up the theory that 
things are getting worse, and points out 
that the repli weg of term by permanent 
is not twisting. J. November, Equi- 
table Life, Ad the situation is very 
serious aS shown by increased lapse rate 
he deplored the undermining 
oi permanent level premium insurance 
when cash values are withdrawn to be 
invested in equities. S. J. Kingston, Na- 
tional Life of Vermont, says that the 
problem iis even worse for individual 
policy pension plans, where comparisons 
are harder, regulations don’t help, and 
when many don’t even think it’s wrong 
to replace. 

Group Insurance 


statistics ; 


The Group insurance discussion was 
under the chairmanship of J. W. Moran, 
New York Life. H. V. Lyons, State Mu- 
tual, emphasized the important role of 
the agent and broker in selling rate in- 
creases. S. E. Shaw, John Hancock, no- 
ticed a much higher lapse rate on com- 
prehensive major medical than corre- 
sponding superimposed plans because of 
the larger rate increases. J. K. Kittredge, 
Prudential, gave the lapse experience on 
their small Group plans for under 25 
lives G. N. Watson, Crown Life, felt 

at their practice of individual renewal 
rating rather than pooling, for small 

ises improved their lapse rates among 
cases with good claim experience and 
drove away only those cases with poor 
claim experience. J. W. Moran, New 
York Life, gave the results of a lapse 
rate study of his company which indi- 
cated a close correlation between lapse 
rates and the relationship of the premium 
rates of a case to manual ‘premium rates. 

J. E. Champe, Connecticut General, 
said that ‘his company is trying to cor- 
rect the abuses in major medical plans 
by including a schedule of surgical bene- 
fits. B. E. Burton, Aetna, explained how 
his company allows deductible credits for 
plans taken over from other companies 
by charging an extra premium during 
the first policy year. J. B. MacDonald, 
Crown Life, gave the results of a survey 
which he had made of the practices of 
major companies in taking over major 
medical plans from other companies. E. 
A. Green, John Hancock, pointed out that 
a schedule of benefits in a plan makes 
clear to the employes what is meant by 
customary and reasonable charges. H. F. 
Harrigan, Metropolitan, expressed the 
opinion that the inclusion of a schedule 
will not be effective in claims control 
unless the limits are set so low as se de- 
stroy the value of the plan. S. W. Gin- 
ge P rudential, said that his company’s 
pri in is to continue benefits to an 
employe to the end of the calendar year 
following the year in which his insurance 
terminates, provided he remains totally 
disabled. A. G. Weaver, John Hancock, 
told the listeners that the UAW-CIO 
has asked for service benefit coverage for 
medical care without any deductible or 
coinsurance and this will require close 
cooperation between doctors and insur- 





ance companies if the claim experience 
is not to get out of hand. 

R. C, McQueen, Mutual Benefit, 
pointed out that since the previous New 
York minimum Term rates were more 
than adequate, the new rates should not 
affect the underwriting of maximum 
limits. R. H. Morse, Commonwealth 
Life, explained how a company which is 
not in New York changed its rates to 
parallel the new New York rates without 
changing ‘the over-all level of rates. A. 
D. Murch, Prudential, stated that a com- 
pany that reduces rates on renewal for 


cases with good experience will not have 
its renewal rates materially affected by 
the new New York minimum rates. H. 
F, Harrigan, Metropolitan, said that the 
trend towards higher maximums will not 
be halted by the lower rates that can be 
charged for new cases. D. K. Bartlett, 
III, Monumental Life, pointed out that 
the lower rates on large cases will re- 
quire larger risk charges in the dividend 
formula. 

G. C. Moore, Bowles, Andrews & 
Towne, asked the insurance companies’ 
cooperation in a survey that his con- 


sulting firm is making for the NALU. 
R, J. Learson, Mutual Of New York, gave 
his company’s lapse experience on pro- 
fessional associations which they have 
written over the last six years. |] 
Moran, New York Life, said that his 
company’s lapse rates of such cases had 
been much better than reported by Mr. 
Learson for the Mutual Of New York. 
J. F. Hook, Standard Ins. Co., gave lapse 
experience of his company ‘which was 
much closer to that of the Mutual Of 
New York. 


(Continued on Page 33) 
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HONESTY IS THE BEST POLICY- 
SELL CONTINENTAL'S 3-€ COVERAGE 


Comprehensive Crime Coverage Meets the Challenge of 
Rising ei au ane Embezzlement Losses 


3-C Opens Up A Rich Field 


You’ll find a ready and growing market for 
Continental’s 3-C Insurance as more and 
more management men recognize the neces- 
sity for protection against dishonesty and 


out-and-out theft. 


Burglary and Embezzlement Now In The Spotlight 

The need for just such insurance is now being 
highlighted in leading management maga- 
Continental’s 3-C is 
your ideal tool to open up this exceptionally 
lucrative field—with much of your selling job 
already done in the editorial pages of these 


zines and newspapers. 


respected publications. 
Many Special Sales Features 


Your prospect will appreciate the one-pre- 
mium convenience of 3-C. He’ll like the 
broad protection 3-C offers. And he’ll like 
the flexibility that permits additional crime 


protection to be added. 


FOR DETAILS ON CONTINENTAL’S HONESTY 
INSURANCE, SEE YOUR NEAREST CONTINEN- 
TAL AGENT OR BRANCH REPRESENTATIVE— 


OR FILL OUT AND MAIL THE COUPON. 


is part of the 
Continental kit 
which will help 
you sell 3-C, 





CONTINENTAL CASUALTY COMPANY 


A Member of the Continental-National Group 


Continental supplies 
you with effective 
sales aids. This 
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Please send me information on 3-C Honesty Insurance. 





mee 


Continental Casualty Company 
Room 2802, 310 S. Michigan Ave., Chicago 4, Illinois 


EU-11-27 








NAME 
Continental Assurance Company 
National Fire of Hartford ADDRESS. 
Transportation Insurance Company 
Transcontinental Insurance Company CITY 


ZONE. STATE. 
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WANT A STUFFED TOY POODLE? 


Continental Casualty’s N. Y. Branch 
Offering Toy Animals in Christmas 
Income Protection Prem. Contest 
C. F. McCafferty, manager of Con- 
tinental Casualtys’ New York metropol- 
itan branch at 76 William Street, an- 
nounces the launching of another good- 
will production contest. Deadline is 

December 15 

This time it is the Christmas Toy Car- 
nival for income protection premiums 
Unusually large stuffed animals for the 
kiddies are the prizes which can be won 


by agents and brokers in the New York 
and New Jersey area. Included in these 
prizes is a 50 inch Panda, twin 30 inch 
Teddy Bears and 28 inch French Poodle: 

For $100 in premiums the prize is 
a French Poodle. 

$200 in premiums a French Poodle 
and two Teddy Bears. 

Grand Carnival Prize is $300 in 
premiums a Panda, two Teddy Bears 
and the French Poodle. 

Arthur G. Weil, manager of the bro- 
kerage department will be in charge of 
the contest activities. Mr. McCafferty 


the 
wishes to thank all of the brokers and 


Underwriter 





November 27, 196} 





BROWER NAMED IN KENTUCKY 

Cliff W. Brower has been named man- 
ager of the commercial accident and 
health claims department of Kentucky 
Central Life & Accident, Executive Vice 
President Paul T. Carr announces. Mr. 
Carr said Mr. Brower’s appointment co- 
incides with the transfer of this division 
from Charlotte, N. C., to Kentucky Cen- 
tral’s home office at Anchorage 





agents who participated in the Grocery 
and “Trick or Treat” Contests, both of 
hich “were tremendous 


wi successes 





getting your 
share of 


HOO-RAY 
days? 


* We're getting so many of them, we'd like to 
have more general agencies join in the heel-click- 
ing that’s going on in the Combined Companies. 

All of our HOO-RAY days are due to 
Combined’s proven sales formula that’s accom- 
plishing some remarkable things...among them 


. . . Skyrocketing agency income. 


If you’re a General Agent who’s interested in 


Combined Insurance Company of America, Chicago 
Combined American Insurance Company, Dallas 
Hearthstone Insurance Company of Massachusetts, Boston 
First National Casualty Company, Wisconsin 





reaping a big share of the AGH market, find 
out how Combined’s proven sales formula can 
make every day a HOO-RAY day for YOU. 
We're exclusive specialists, you know, in Acci- 
dent, Sickness, Hospital and Medical Insurance. 
Write today on your letterhead to: Disability 
Division, Combined Insurance Company of 
America, 5050 Broadway, Chicago 40. 


COMBINED 


GROUP OF COMPANIES 
W. CLEMENT STONE, PRESIDENT 





Western Life Has “Made to 
Order” Hospital Benefits 


“Made to order” hospital benefits a: 
a feature of Western Life’s new, guar 
anteed renewable for life, medical ex 
pense plan for individuals or families. 

Offering hospital room and board pay 
ments up to $25 per day for 365 day 
the plan also affords 20 times the roo: 
and board benefit to cover miscellaneou 
hospital expenses. Premium rates ma 
be reduced through optional deductibl: 


of $25 and $50 which apply only 
the miscellaneous expenses. 
Surgical schedules of $200, $300 


$400 are available along with a special 
benefit for the anesthesiologist. Othe: 
features include a polio benefit of $10,000, 
optional in-hospital medical expense coy 
erage, first-aid coverage in the event o 
accident and maternity benefits. 

The new plan offers coverages that 
cannot be reduced or changed becaus« 
of change in physical condition or oc 
cupation. In addition it provides cove: 
age for nervous or mental disorders. 


Combined of America Names 
Kneifel, Moreland, Holmberg 


Three executive promotions at the 
Chicago headquarters of Combined of 
America are announced by W. Clement 
Stone, president of Combined. 

Earle Kneifel is appointed director of 
administrative services. He also will con 
tinue to serve as assistant treasurer and 
director of Combined’s construction pro- 
gram, including the building of new in- 
ternational facilities. 

Herbert S. Moreland is named man- 
ager of the claim department, succeeding 
Arthur F. Kruse, who retired after 14 
years with Combined. 

Ronald K. Holmberg is appointed ac- 
tuary for the Combined group of com- 
panies, which in addition to Combined 
Insurance includes three other compa- 
nies headed by Mr. Stone. 


All American L. & C. Names 
Rosoff in Los Angeles 


Herbert F. Rosoff has been appointed 
an agency builder in Los Angeles County 


for All American Life & Casualty, Re- 
gional Director McKinley Carr an- 
nounced. 

Mr. Rosoff has become nationally 


known for work in the rehabilitation of 
physically handicapped. He has been 
active in promoting research in the field 
of artificial limbs and appeared before 
congressional committees and Former 
President Truman, urging appropriations 
for this work. In 1961, he received a 
special award from the President's 
Committee for Employment of the Physi- 
cally Handicapped, of which he is a 
member, for outstanding in this 
field. 


work 


Nardi is Advanced to Sales 
Director by Nationwide Ins. 


Anthony R. Nardi has been named 
director of sales for Nationwide Insur- 
ance. He will be responsible for coordi- 
nation and integration of new markets 
and marketing techniques. He formerly 
was director of sales administration and 
training. 

Succeeding Mr. Nardi in the sales ad- 
ministration and training position is 
W. Frink. Mr. Frink had been 
supervisor of agent training. Both men 
joined Nationwide agents and have 
held various management positions over 
the past few years. 


George 


as 


MIDLAND MUTUAL SETS RECORD 

During October, new health insurance 
placed in force by Midland (Mutual Life 
reached an all-time high for a single 
month. Premium volume was up 66.4% 
over a comparable period in 1960. For 
the year to date, health insurance pro- 
duction is running 23.6% ahead of 1960. 
Midland Mutual also reports that the life 
insurance sales volume in October was 


the highest of any month so far in 1961. 











November 27, 


The Eastern Underwriter 











Junior Fire Marshals Are Honored 
By Hartford Fire 


Two young Junior Fire Marshals in 
Hartford, credited by officials with the 
possible saving of lives in a home fire, 


received special citations from James C. 
Hullett, chairman ‘of the board and 
president of the Hartford Fire in a 
ceremony at his office. 

Eric Kebbon Irwin, eight, and his six- 
year-old brother, Jared Mercer Irwin, 
received citations for their quick think- 
ing which was responsible for the safe 
evacuation of other family members and 


guests when fire broke out in the Irwin 
home at 5 a.m. November 11. 
The brothers both attend Noah 


Webster Elementary School in Hartford 

— they are enrolled in the Junior 
‘ire Marshal Programm which has been 

ster by Hartford Fire as a public 
service for the past 15 years. 

drills 

safetly lesson during 


Instruction on holding home fire 
was the major fire 


the October Fire Prevention Week 
phase of the year-round Junior Fire 
Marshal campaign, conducted in nearly 


15,000 communities across the country. 

Eric and Jared, recalling the illustrated 
typical home escape plan in the JFM 
Magazine and their classroom instruc- 
tion, methodically carried out the plan 
when they were awakened by fire at their 
home, 

They closed doors to lessen drafts, 
awakened their parents and instead of 
attempting escape down smoke and fire 
mgr starways, climbed out a window to 
a second floor roof. Guests sleeping in 
a aie of the rambling three-story home 
also were awakened by the youngsters 
and in all, 10 persons safely escaped 
from the dwelling. 

Fire officials praised the youngsters’ 
“extremely quick thinking in the face of 
a near disaster.’ 

_The special Junior Fire Marshal Cita- 
tions presented by Mr. Hullett to each 
youngster, cited the boys for their 
“exemplary actions, credited with the 
possible saving of hum in life at the time 
of a fire emergency on November 11 in 
the best tradition of the Junior Fire 
Marshal Program. 


ee ae 


1961 Telephone Tickler Published 


The November 1961 The 
Telephone Tickler for Insurance Men, 
published and distributed annually by 
The Weekly Underwriter, is off the press 
and ready for distribution. The new edi- 
tion has been completely revised to re- 
flect the hundreds of changes of address 
and phone numbers that have taken place 


in the metropolitan area during the past 
year, 


edition of 


The Telephone Tickler, which is spiral 
bound to facilitate use, may be obtained 
at the offices of The Weekly Under- 
writer, Room 614, 116 John Street, New 
York 38, N. Y. The price is 75 cents a 
copy plus sales tax. On mail orders an- 
other quarter is added to cover postage 


BIG 














and handling charges and sales tax in 
the metropolitan area. 

The Telephone Tickler iis so indis- 
pensable in the Greater New York area 
that it would be difficult to comprehend 
how the insurance fraternity could get 
along without it. And what is important, 
too, is the accuracy of this directory. 
Mildred Smith is its editor. 

Miss Smith, who lives in Roselle, N. J., 
is a graduate of high school there and 
also attended business school in Eliza- 
beth, N. J. 


* * * 


More People Own Jewelry 


Just about the best human interest 
stories in the property and inland marine 


field are those encountered by the in- 
vestigators of the National Board of 
Fire Underwriters whose 100 special 


agents spend their time in criminal in- 
vestigation. Their relations with the pol- 
ice, FBI and prosecuting officers is very 
close. 

Originally called the Arson 
name has been changed to 
and Fraud Bureau. 


Bureau its 
Arson, Theft 
The Bureau doesn’t 
go in for publicity in daily papers, but 
wants public officials to receive the 
credit. The Bureau, started to war on 
and help ferret out firebugs and similar 
criminals, has been very successful in 
its operations, At the present time con- 
siderable activity of the National Board’s 
investigators is devoted to making life 
uncomfortable for jewel thieves and 
helping authorities put them behind the 


bars. It is not easy for the authorities 
to solve jewel thefts, or to establish the 
identity of the guilty parties, or to dig 
up the evidence which will convince 
juries that these crooks should be put 
out of circulation. 


Manager of the Arson, Theft and 
Fraud Bureau is Brendan P. Battle who 
succeeded Bruce Bielaski to the post. 
Mr. Battle was a special agent of the 
FBI after being a football and track 
coach at Manhattan College. During 
World War II he was with the Security 
Section of the OSS. He is author of a 
book on “Arson” written in cooperation 
with Paul B. Weston, a retired New York 
Police Department inspector, now on the 
faculty of Sacramento State College in 
California. 

Gilbert H. Meyer is chief special agent 
of Bureau’s Inland Marine insurance sec- 
tion. Formerly with Federal Bureau of 
Investigation he is a graduate of Colum- 
bia Law School and is police justice in 
Kings Point, Long Island, which is near 

reat Neck. 

Policies covering jewelry in some form 
or other now can be found in great 
variety and under a number of different 
names. Some popular policies include 
Home Owners Comprehensive, Personal 
Articles Floater, Personal Property 
Floater, Contractors Equipment Floater, 
Jewelers Block, and scheduled policies 
with specific values. Because of the ex- 
pansive publicity given to such thefts of 
jewels worn at nightclubs age a wag by 
well known social figures in night life, or 
actresses, and the fact that the original 
stories may be kept alive for several 
days with headlines on the first pages, 
there is a general opinion that this type 
of insurance is difficult to get. This is 
not correct. Where some years ago not 
many jewels were insured, the situation 
has considerably changed because jewelry 
is becoming increasingly popular with 
more people buying this type of adorn- 
ment. It is not antsusl for an adjus ter 
to visit the apartment of a man with a 
medium income and find the family has a 
considerable collection of jewels and also 
paintings on the wall worth several 
thousand dollars apiece. The couple may 
have bought the paintings or jewels on 
the instalment pian, but they had them 
in their possession when victimized. 

One reason for the increased number 
of thefts in apartments and other homes 
since World War II is the careless way 
in which the services of maids and cooks 


are now engaged. Until a few years ago 
such servants remained for years em- 
ployed by one family. But they are get- 


ting scarce, often do not remain long in 





Hartford Presiden Honors Junior Fire Marshals 





Helmets of the Fire Chief and Fire Marshal are worn by Kebbon Irwin, eight, 
and his six-year-old brother Jared Irwin, as they received special citations from 
James C. Hullett (right), chairman of the board and president of the Hartford Fire 
Insurance Co. Chief Thomas F. Lee of the Hartford Fire Department, left, looks 
on. The Irwin brothers, both of Hartford, were cited for their quick thinking in 
the safe evacuation of other family members and house guests when fire broke 
out in their home at 5 a.m. on November 11. 





BRENDAN P. BATTLE 

result many wives take 
for granted the valuation of the servant 
as given by an employment agency, or 
accept trustingly a letter of recommenda- 
tion which is forged, or copied from a 
letter the employe writes praising her- 
self. Mothers frequently leave the apart 
ment or home to pay social calls or to 
spend an evening out with their hus- 
bands as they visit friends. The maid or 
cook may be a “plant” sent to “case” 
the premises and quickly learns where 
the housewife leaves the jewels or furs. 


one job. As a 


where 
num- 
laxity 
been 


numerous instances 

been involved in a 
and where through 
companies have not 
bad record. 


There are 
insureds have 
ber of losses 
or otherwise 
advised of the 
filing 

She 


one case of a 
eight different 
with a ninth claim, but by 
was fr ened and did not 
at claim. Investiga- 
developed that she 
collected on a number 


There is 
claims on 
continued 
that time 


woman 
losses. 





1 
attempt to collect thé 





tion by the bureau 
had previously 
of fire losses. 

claiming he had lost a 
said he had put it in a 


A claimant 
valuable ring 


pocket and while riding to New York 
City the accidentally pulled it out with 
a handkerchief the ring being lost on 
the road, the discovery of the loss not 
being made until he had reached New 
York. 

Because of these and similar cases the 
home office underwriting departments 
are more closely scrutinizing the back- 


ground, loss record and living conditions 
of persons applying for jewelry and fur 
policies. Brokers and agents are also 
probing these backgrounds and manner 
of living more weed than they had. 

Entry of the arson squad into inland 
marine investigations got underway in 
the latter part of 1948. The planning 
which led up to this move 
siderably before 


earns con- 
time. It was on 
January 7, 1947, that member c ng 
f the Inland Marine Underwriters As- 
sociation discussed expansion of the ac- 
tivities of the arson bureau of the Na- 
tional Board to encompass certain zee 
of inland marine losses. Final arrang 
ments were consummated in the fall of 
1948 and on December 3 of that year 
there was addressed to all IMUA mem- 
bers a circular requesting that a report 
be made to the association in each case 
involving: 


1 
t 
that 


furs if 
nature or lL 


(a) Lost or stolen jewelry or 
the loss is of a suspicious 
the loss exceeds $1,000. 

(b) Loss by theft from 
loss is of a suspicious 
loss exceeds $1,000. 

(c) Hijacking losses 
aniount. 

(d) Loss by fire on trucks if the loss 


trucks if the 
nature or if the 


regardless of the 


is of a suspicious nature or if the loss 
exceeds $2,000. 
(e) Loss of any other kinds of prop- 


(Continued on Page 24) 
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Continental Plans 
5% Stock Dividend 


DIRECTORS OFFER A PROPOSAL 


Favorable Factors in Underwriting Cited; 
Gain in Investment Income; Fur- 
ther Improvement in 1962 


Insur- 
America 


Directors of the Continental 
ance Co., parent 
Fore Loyalty Group, 
that action be taken at the annual meet- 


ing of stockholders on March 21 to in- 


company of 
have recommended 


crease the authorized number of shares 


to provide for the payment if 5% stock 
dividend in the second quarter of 1962. 
The recommendation was prompted by 
favorable factors in the trend in under- 
writing results, the increase in invest- 
ment income for 1961 and an expected 
further improvement next year. 

The board also a quarterly 
dividend of 55 cents a _payabl 
December 11, to stockholders ot 
November 27. 

The Continental has 11,998,290 shares 
outstanding. The combined capital and 
surplus at September 30 stood at $937,- 


laclared 
aeciarea 
share, 
record, 


743,181 and assets at $1,721,000,000 both 
calculated on a basis of market valua- 
tions for securities 


Texas to Study Possible 
Flood Water Protection 


Plans for a formal study of how to 
provide protection for property owners 
suffering from uninsured damages caused 
by flood waters and waves have been 
outlined by Texas House investigat- 
ing committee after it received a mass 
of material on Hurricane Carla from the 
Texas Board of Insurance. 

In its report, 
hearings on the 


based on findings in its 


handling of Coda losses, 


the committee stressed four matters for 
consideration, as follows: _ _ 
1. Proposed revision of the Texas 


standard fire policy a removing the 
word “hurricane” from the list of perils 
or by qualifying it in some manner in 
order that no one would believe that 
flood, tide water or tidal wave are cov- 
ered 


An inquiry will be made of the in- 
dustry to see if there is any possibility 
of writing flood insurance with a high 
deductible. 

3. Possibility of devising a I 
gram that provides food insurance, with 
consideration being given to a pian mak- 
ing the state a reinsuring agent for flood 
by having companies write the coverage 
and the state paying above an 
amount predetermined as a permissible 
loss ratio. 

4. Assembling all information on 
insurance as developed 
other legislative 
ings. 


State pro- 


losses 


flood 
by Congress and 
bodies in their shear- 


Society- Members to Hear 
Gould on Property Bureau 


William C. Gould, chief of the Prop- 
erty Bureau of the New York Insurance 
Department, will address members of the 
New York Insurance $ ratty at the noon- 
day lecture on Wednesday, November 29, 
at the board room of the New York 
Board of Fire ledeotelaaes: The sub- 
ject of his talk will be “The Property 


pemernnron It Is and What It Does.” 


Walter E. Beeson, president of the 
Great ‘ions rican Life, is chairman of the 
Society’s membership committee and 


chairman of these noon-day meetings. 


Wallace, Chubb & Son 
Backs Direct Billing 


FAVORS “NO PRIOR APPROVAL” 


Encourages Agents to Develop Life 
Coverage; Holds Changes in Insur- 
ance Are Inevitable 





A strong plea for acceptance of change 
where such is considered essential and 
wise was made by Robert E. Wallace, 
a director and vice president of Chubb 
& Son of New York, internationally 
prominent underwriters and managers, 
and senior vice president of the Federal 
Insurance Co., when addressing the an- 
nual meeting of the Kentucky Associa- 





ROBERT E. WALLACE 


Wallace 


forward 


tion of Insurance Agents. Mr. 
supported direct billing as a 
step, encouraged the local agent to de- 
velop life insurance sales in connection 
with other cover Ages and spoke in favor 
of principle of “no prior approval” in 
connection with use of rates filed with 
State Insurance Departments. 
Direct Billing 

Mr. Wallace told the assembled agents 
that “we all know direct billing is the 
answer of many agency companies to the 
competition of the direct writers in the 
personal insurance field. Within this 
field, broadly speaking, we have two cate- 
gories. The first is those whose insurance 
problems need specialized treatment, who 
can afford and are willing to pay for a 
particularized program. In the second 
are all others, and to whom direct bill- 
ing applies in the main. 


Cites Opposing Arguments 


against 
categories: 


“In the main, the arguments 
break down into three 
Danger of loss of ownership of 
renewals. 
Difficulty of replacing business if 
the agent so desires. 
“3. Commissions so low as to make the 
business unprofitable. 

“The first argument is spurious as 
there are both contractual and practical 
safeguards for the agent,” said Mr. Wal- 
lace. “The first is his agency contract, 
which is specific on this point. Among 
other practical considerations is the repu- 
tation of the company or companies you 
select for this type of business. 

“As to point two, if you choose your 
company carefully to start with, the 
problem should not arise but if the un- 
foreseen does occur, there are enough 
companies now in the field to give youa 
wide range of choice. 

“On ‘the third point, I have talked with 
several of our agents from coast to coast 
who are successfully using direct billing. 
They were all amazed at the opposition 
to direct billing because they have all 
been at it for from four to six years 


NBFU Closes Carla 
Supervisory Offices 


OVER 75% OF LOSSES CLEARED 


Houston Payments Over $22,000,000; 
Galveston Claims $4,257,115; Corpus 
Christi $3,600,000 





With substantially more baw 75% of 
all reported hurricane Carla losses 
cleared for payment, the National Board 


of Fire Underwriters has closed the 
Houston and Galveston supervisory of- 
fices. Opened on September 14, the 


Houston office cleared more than 50,000 
totaling more than $22,000,000 in 
the first 60 days after the storm. 

The Galveston supervisory office was 
opened on September 18 to handle losses 
on Galveston Island. By November 13 


losses 


the Galveston office had cleared 4,475 
claims amounting to $4,257,115. Under 
the management of James M. Harris, 
Jr., of the National Board, this office 


had its work compounded by the fact that 


the Island was hit by both tornadoes 
and hurricane Carla. 
W. D. Swift, National Board, opened 


the Corpus Christi office September 20. 
At the time of its closing on October 31, 
this office had cleared 5,333 claims total- 
ing $3,599,405. 

The three supervisory offices were un- 
der the direction of B. P. L. Carden, 
general adjuster of the National Board. 
In commenting on the performance of 
adjusters, Mr. Carden said: “The per- 
formance of the men working on the 
Texas Gulf Coast has been truly re- 
markable. Under adverse conditions they 
performed i in a manner that was a credit 
to the industry. The executive committee 
of the National Board recognized this 
fact when they recently unanimously 
voted an expression of appreciation to 
all member company adjusters, and other 
personnel, working on Carla claims.” 


with what they consider very profitable 
and nagar nasa results. 

“One agency is located in a city with 
a metropolitan call ition of about 100,- 
000. Five years ago they had an over- 
all business of ay pproximately $300,000, 
of which $100,000 was automobile, but 
automobile was seriously dropping off 
due to the competition of direct writers. 
\t the end of this year overall business 
will approximate $650,000, of which auto- 
mobile will be $200,000. 

“They have one less girl now than 
they did six years ago and will be able 
to handle considerably more business 
with their present staff. They used an 
imaginative advertising program involy- 
ing radio, newspaper advertising, plus a 
good window display which they change 
once a month at a $100. Most 
of their clients come to their office to 
place their business, but they have two 
solicit rs to make c alls where necessary. 

“They attribute the substantial growth 
of their general business to their adver- 
tising program directed at automobile in- 
surance. They are now in the process of 
adding homeowners to their direct. bill- 
ing program. I might say that we have a 
system where the bills can either be sent 
direct to the assured, or to the agents 
to be forwarded. This particular agency 
started out with the latter system but 
shifted to direct billing to save time. 
They estimate it takes one girl one day 
a month to handle problems of renewals 
and collections,” Mr. Wallace revealed. 

Life Insurance 


cost of 


‘Another interesting change in our in- 
dustry has been the growing number of 
fire and casu: ilty companies either ac quir- 
ing or starting life insurance companies. 
This trend has not been due to any criti- 
cal attitude toward the established life 
insurance industry, but rather with the 
thought that through the American 
Agency System life insurance could be 
marketed on even a broader basis. That 
there is still a tremendous market is 
forcibly emphasized by just one statistic 
among others. 

“The average amount of life insurance 

(Continued on Page 24) 


10 Months’ Fire Loss 
Shows Increase of 6.7% 
Estimated fire losses in the Unite! 
States for the first 10 months of 196 
totaled $983,671,00, an increase of 6.7° 


from the first 10 months of 1960, when 


they amounted to $921,581,000, the N,; 
tional Board of Fire Underwriters r: 
ports. Losses for October amounted 


$86,932,000, a decrease of 63% under 
losses of $92,730,000 reported for O 
tober, 1960, and an increase of 12.9¢; 
over losses of $76,976,000 for Septem}, 
of this year, according to Lewis A. Vin 
cent, NBFU’s general manager. 

The October figures do not include th: 
fires in Stone Canyon and Topango out 
side Los Angeles which caused insure 
property losses totaling an estimated 
$24,000,000. The Los Angeles fires began 
the morning of November 6. 


Rate Laws Subcommittee 


Hearing in Dallas Dec. 2 


The Subcommittee of the National As- 
sociation of Insurance Commissioners to 
Review Fire and Casualty Rating Laws 
and Regulations will hold public hear- 
ings on December 2, in the Adolphus 
Hotel, Dallas. Hearings will be held on 
the proposed amendments to the ag- 
grieved party and deviation sections of 
the rating laws. In accordance with a 
previous release requesting industry to 
indicate recommended changes, the Na- 
tional Association of Independent In- 
surers and the Insurance Company of 
North America have submitted their 
proposals. These will specifically be 
heard, 

The subcommittee will also consider 
additional matters germane to its func- 
tions, states Joseph S. Gerber, chairman 
of the subcommittee and Insurance Di- 
rector of Illinois. 


Horr, Jr., Named Treasurer 
Of Agricultural Ins. Co. 


Robert G. Horr, Jr., assistant treas- 
urer of the Agricultural Insurance Co. 
was elected treasurer by the directors at 
a meeting held at the company’s home 
office in Watertown, N. Y. 

Mr. Horr, Jr. was associated with the 
Bank of New York prior to joining the 
Agricultural in September, 1955, He was 
elected assistant treasurer at the 1960 
annual meeting of directors. 

Harold W. Tomlinson, formerly vice 
president and treasurer, will continue as 
financial vice president for the compa- 
nies of the Agricultural Insurance Group. 


N. Y. Board Losses in Oct. 

There were 1,238 losses for $1,929, - 
131 assigned in October to the committee 
on losses and adjustments of ‘tthe New 
York Board of Fire Underwriters com- 
pared with 2,444 losses for $2,160,873 in 
the same month last year. There were 
over 2,150 extended coverage claims as- 
signed in 1960 following the September 
hurricane. However the decrease in num- 
ber of nearly 50% this October brought 
a decline in amount of only 11%. For the 
first 10 months of 1961 committee losses 
number 11,125, says Secretary E. C. 
Niver, for $20, 514,139, compared with 16,- 
980 losse ‘s for $25,788,025 in the same 
period of 1960. Thus, a drop of 34.48% 
in number of claims still revealed an in- 
crease in amount this year of nearly 3% 


HEAR CHUBB IN MINNEAPOLIS 
The advantage of being represented in 
every field of insurance was pointed out 
by Percy Chubb 2nd during a business 
visit in Minneapolis. Mr. Chubb, presi- 


dent of Chubb & Son of ey! York was 
in Minneapolis to attend 
directors of 
Co. which 
insurance, 


meeting of 
Raikes Insurance 
primarily automobile 


Great 
writes 
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N.Y. Agents Deny Direct Writers Are 
Making Large Inroads on Auto Risks 


a letter to Counsel Paul Bleakley 

i the New York Joint Legislative Com- 
iittee on Insurance Rates and Regula- 
‘jon, the New York State Association 

Insurance Agents has cited official 
insurance Department figures to show 
that direct writers are not making large 
inroads in the automobile liability insur- 
ince field in New York. 

“At the recent hearing of your com- 
nittee on the ‘Freedom of Contract 
Law,’” says the New York Association, 
‘you called the attention of several wit- 
nesses to a paragraph in Governor 
Rockefeller’s approval message of the 
original Freedom of Contract Law dated 
April 30, 1960. This paragraph read ‘It 
must be recognized that the writing of 
insurance today, particularly in the cas- 
ualty lines, is in a state of great change. 
In the immediately recent past, the direct 
writing of insurance by employes of in- 
surance companies has been greatly ex- 
panded. Each year, the amount of cas- 
ualty insurance written on a_ direct 
writing basis increases while that written 
through independent agents and. pro- 
ducers declines.’’ 

Schwab Statement 

Arthur L. Schwab, legislative represen- 
tative of the association, pointed out in 
the letter that two well established direct 
writers, Allstate and Nationwide, had 
actually lost ground in the past five years. 
State Farm, a newcomer to New York 
State, had made some slight impact but 
its rate of growth is now apparently 
normal, he says. 

“Allstate and Nationwide have been 
operating in New York State for many 
years whereas State Farm entered New 
York in 1955,” Mr. Schwab writes. “We 
will, therefore, treat first with the two 
established companies. Using the official 
publication of the New York Insurance 
Department entitled ‘Loss and Expense 
Ratios’ and confining our study to auto- 
mobile bodily injury experience tables 
(automobile property damage liability ex- 
perience will automatically follow the 
bodily injury because the two coverages 
are written as a unit). 

“Confining ourselves to New York State 
experience, we find that in 1956 these two 
companies wrote 16.8% of the combined 
stock and mutual company aggregates. 
In 1960 these same two ‘companies wrote 
16.7% of the combined stock and mutual 





ARTHUR L. 


SCHWAB 


company aggregates. This hardly bears 
out the statement ‘in the immediately 
recent past, the direct writing of insur- 
ance by employes of insurance com- 
panies has been greatly expanded.’ 


State Farm Growth 

“Let us turn to State Farm Mutual. 
In 1956 the first full year of operation 
for this company, we find that it wrote 
two tenths of one per cent of the com- 
bined stock and mutual company ag- 
gregates and increased this in 1960 to 
14% of the total. When we add the 
State Farm figures to Allstate and Na- 
tionwide, we find that the three com- 
panies increased their share of the total 
business from 17% to 18.2% from 1956.to 
1960. It can be seen that this increase 
is entirely attributed to the expansion 
of State Farm. 

“It is of importance to refute this 
rather common notion that the direct 
writers are about to put the independent 
businessmen, who comprise the producers 
of the State of New York, out of busi- 
ness. Actually this particular problem 
has no bearing on the Freedom of Con- 
tract Law which merely guarantees the 
integrity of individually negotiated com- 
mission contracts from being scrapped 
through the medium of a rate filing.” 





INA Ad Series Honored 


Insurance Company of North America 
has been honored for its 1961 business 
adv ertising by “Art Direction” magazine. 

“Art Direction” is a monthly publication 
for advertising professionals and is the 
official organ of the National Society 
of Art Directors. 

The citation gave special mention to 
an ad featuring the Jones & Laughlin 
Steel Corporation, an INA client. A 
Critical Panel selection, it can be seen 
in the magazine’s November issue. The 
critic panel is composed of nationally 
known experts in the fields of visual 
advertising and editorial presentation. 

Ad series was designed by INA and the 
company’s advertising agency, N. W. 
Ayer & Son, to demonstrate gg re 
its ability and capacity to handle large 
and unusual commercial and industrial 
accounts. All companies appearing in 
the tie-in series are written about in 
INA’s two company publications, the 
INA “World” and the “INA Fieldman.” 
The “Fieldman,” a monthly, is written 
for INA’s 20,000 independent agents. The 
“World” is distributed world-wide to 
more than 9,000 company employes six 
limes per year, 


N. C. Rate Bureau Elects 


Four insurance companies have been 
elected to cay nrecding. on the governing 
board of the North Carolina Fire Insur- 
ance Rating Bureau. The four firms are 
Aetna, Berkshire Mutual, Great Amer- 
ican and the Hanover. There are eight 
other insurance companies on the govern- 
ing board. 

New members named to serve on the 
bureau’s executive committee were Glenn 
H. Duffy, Spotswood H. Huntt and E. 
W. Mauney, all of Raleigh. Re-named 
to the executive committee were Wil- 
liam C. Bishop, Robert L. Cox and J. J. 
McCarthy, all of Charlotte, and Elmer 
B. Eddy, Herbert C. Matthews and W. E. 
White Jr., all of Raleigh. 

Mr. White was appointed chairman of 
the executive committee and Mr. Huntt 
was named vice chairman. J. H. Led- 
better of Atlanta, Ga., was named chair- 
man of the governing board and James 
L. Dorris of New York City named vice 
chairman. 

Re-named to the bureau’s full-time 
staff were W. S. Bizzell, manager; C. E 
Hibbard, assistant manager and Col. W. 

Joyner, general counsel. 


INA Appoints Darr Ass’t. 


Manager at Cincinnati 


Myron R. Darr has been promoted to 
assistant property manager, Cincinnati 
service office of Insurance Company of 

North America, it is announced by 
Frank G. Harrington, secretary-market- 
ing. 

Mr. Darr joined INA in 1947 as a mem- 
ber of the automobile department in 
Philadelphia, becoming an inland marine 
underwriter in 1948. That same year he 
became marine special agent at INA’s 
Philadelphia metropolitan service office. 
After a military leave of absence, Mr. 
pets became marine special agent in 

Louis in 1952, in Jacksonville in 1956, 
aa in Virginia in 1959, the position he 
held until receiving his new appointment. 
Mr. Darr attended Princeton University 
and served in the United States Marine 
Corps. 


Boston Appoints Wiley 
Rochester Special Agent 


William J. Wiley has been appointed 
multiple line special agent. in Rochester, 
N. Y., for the Boston Insurance Group. 
Mr. Wiley will be in charge of the 
herp office under the direction of 

Carl F. Fry, resident secretary of the 
East Orange, N. J., regional office. 

Prior to joining the Boston Mr. Wiley 
had been associated with another insur- 
ance company. He is a graduate of 
Cornell University and attended the 
School of Insurance, New York City, 
New York. 


NEW GAB BRANCH MANAGERS 


Seven new branch managers have been 
appointed by the Western department of 
General Adjustment Bureau. New man- 
agers are J. R. Enright, to the Dear- 
born, Mich. office; Robert D. Maddox, 
Joliet, Ill; Marvin W. Chiles, Pitts- 
burgh, Kan.; R. H. Stocker, Danville, 
Ky.; William R. Bing, Detroit; L. R. 
Stuckey, Junction City, Kan.; and E. J. 
Westerhaus, Pratt, Kan. 


New Book on Fire Ins. 


Rate Making in Demand 


The initial printing of the first of the 


Casualty Actuarial Society’s educational 
program publications, “Fire Insurance 


Rate Making and Kindred Problems” has 
been exhausted. Since ogee orders 
for it have been received, the Society is 
contemplating an additional printing if 
there is a sufficient demand. All those 
whose order it was impossible to fill, and 
others interested in buying this book, 
(price $5.00 per copy) are urged to con- 
tact A. Z. Skelding, secretary-treasurer, 
Casualty Actuarial Society, 200 East 42nd 
Street, New York 17, N. Y. 


New York Women Active 


The Insurance Women of New York 
have ‘held two meetings thus far this 
program year 1961-1962. Guests at these 
meetings have been Carol Musy, soprano, 
who presented a program of songs from 
several musical comedies; and the Rev. 
Walter Janer, S. J., director of the Na- 
tivity Mission Center, New York City. 
Rev. Janer has spent the last 10 years 
combating juvenile delinquency on the 
Lower East Side. He pointed out that 
the most important steps are guidance 
with affection and securing the confi- 
dence of young people. 

The Christmas Party will be held at 
the Brooklyn Women’s Club on Decem- 
ber 18. The entire proceeds from the 
Christmas raffle will be given to various 
welfare projects. The annual theatre 
party will be on January 27 when all will 
“Sail Away” to the Broadhurst Theatre. 
A benefit bridge will be held at the 
Hotel Governor Clinton on May 5. 


INCORPORATES IN DELAWARE 


American & Overseas Underwriters, 
Inc., filed articles of incorporation with 
the corporation department of the Sec- 
retary of State’s office in Delaware, list- 
ing authorized capital stock of 2,000 
shares, no par value, to engage in the 
general insurance’ business. Colonial 
Charter Co., 927 Market Street, Wil- 
mington, Del., is serving as the princi- 
pal office. 
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Check Corporate Insurance Program 


Ernest L. Clark, Insurance Advisor, Tells American Manage- 
ment Assn. Members What Big Buyers Should Study 


When Reviewing Coverage on Business Properties 


Ernest L. Clark, prominent corporate ad- 
visor on insurance matters and for many 
years insurance manager for J. C. Penney 
Co., told members of the American Man- 
agement Association at their imsurance 
conference this month that their msurance 
programs should be reviewed at least yearly 


to be sure they are up-to-date both as to 
coverages available and as to present cor- 
porate needs and current hazards. Too 


often, he said, a program is decided upon, 
set, accepted and then regularly renewed 
without adequate review. Pomting out cov- 
erages which should be reviewed Mr. Clark 


said 
Part I 
Fire Insurance—Physical Damage 


The decision as to whether to insure 
replacement values of buildings and ma- 
chinery, is one which the risk manager 
usually makes or recommends, based on 
various factors which are his estimation 
ot whether or not advantages offset the 
cost of carrying this type of fire insur- 
ance. Some can change very fast. 
There is no doubt that replacement 
insurance simplifies the adjustment of a 
loss. There is no factor in settling a 
physical damage loss which causes more 

reement than the 


] 
mpany wants to 





trouble and 
amount the insur 
deduct for depreciation 

Insofar as state institutions, school 
buildings and similar properties are con- 


disag 


ance c 


pense, replacement value is important. 
lf there is a bad loss the building has to 
be replaced For these types of opera- 
tion funds are seldom available to pay 


for a new building, the cost of which is 
invariably greater than the sound or de- 
pt eciated value of the building it is re- 
placi ng. Insurance is the source of 
funds to cover this need. 

As far as commercial 
oncerned, the insuring 


best 


properties are 
difference be- 


tween depreciated value and ———— 
cost is just aS important as the sound 
value. li a building or machinery is de- 


Through the years since 17 
agents have been pleased 
with the friendly cooperation 
of Providence Washington 


You do well when you sell 
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stroyed and has to be replaced, funds for 
the difference have to be provided just 
as much as, without insurance, funds for 
replacing the sound value would have to 
be provided. To insure only sound value 
is a form of self-assumption of risk which 
must be weighed with the question of 
whether part of the corporation’s insur- 
ance program should involve self-insur- 
ance and how much. 

A corporation with many locations and 
plenty of liquid funds may readily decide 
to carry only sound value insurance; but, 
when a corporation’s liquidity is de- 
pleted by business conditions, expansion, 
or some other situation, then it should 
go into the insurance of buildings and 
imachinery on a replacement basis. 

In today’s insurance market there are 
possibilities of buying insurance with a 
deductible or franchise for almost any 
form of fire insurance. Even the small or 
medium-sized risk can afford to self- 
insure or self-assume some part of their 
primary risk in order to reduce the cost 
of their insurance. The market for in- 
surance deductible changes often and it 
behooves a buyer to find out just what is 
available for each kind of risk, and how 
much savings it will effect in the present- 
day madiek. 

Building and Machinery Insurance 


Whenever risk managers assemble, one 
subject invariably comes up. That is, the 
source of values used for buildings and 
machinery insurance. Very often a buyer 
will say that he is not interested in hav- 
ing any values or appraisals made of his 
buildings or machinery, because he has 
blanket insurance without co-insurance 
adequate to meet the biggest single 
that can be sustained. 

However, when it comes 
loss, it is very important that accurate 
records be available which will fix the 
exact details and values of the buildings 
and machinery existing before the 
Whether the appraising is done by the 
corporation’s own engineers, an inde- 
pendent contractor, one of the standard 
appraisal companies, or an able appraisal 
department of the insurance company. 
some accurate record should be main- 
tained on which to base a claim when the 
building or machinery has been wiped 
out. 

This is 
buyers 


loss 


to settling a 


loss 


one 
overlook 


angle many insurance 
until they are unfor- 
tunate enough to have a and find 
the insurance company insists on their 
substantiating their claim with facts and 


loss 


the determination of those figures. Be 
sure there are up-to-date records to 
back up a loss claim when it occurs. 


Use & Occupancy Insurance 


Use and occupancy insurance is one 
form requiring constant study and a 
great deal of imagination. The whole 


operation of a plant, from raw materials 
to finished product, must be carefully 
considered to make sure the possibilities 
of U. & O. are fully covered 
under the various forms of insurance 
carried, 

The number one problem is that of 
raw materials. Are they readily available 
from more than one supplier if the stock 
on hand is destroyed? How long would 
it take to have new materials ready to 
put the plant in operation? Is power 
for plants dependent on a source that 
may be cut off, which might require off- 
premises use and occupancy insurance 

Is the plant dependent on water cere 
and is that supply, as to source and trans- 
mission, susceptible to interruption as 
far as the plant itself is concerned ? How 
long would it take to replace the build- 
ings and all the machinery in them? Is 
some of the essential machinery difficult 
to replace? How long would it take to 
refabricate, deliver and set up that par- 
ticular machinery? 

Are records properly maintained to be 
able to prove a use and occupancy loss? 
Exactly what steps will have to be taken 
to arrive at it? 

There is no form of insurance written 
that has created so many difficulties in 
loss settlement. These are only some of 
the questions which have to be consid- 
ered. The more you study this form of 
insurance, the more questions arise. Par- 
ticular attention should be paid to the 
wording of the form attached to the 


losses 


policy. Every word must be weighed to 
get its full inpact. Whenever you get 
a chance to learn anything about this 


type of coverage, pay heed to it 
Methods of Rating 


There are few court decisions to rely 


on for guidance, and experience is the 
main teacher. Methods used by the in- 
surance company rating bureaus for ar- 
riving at a rate really do not measure 


the risk. A plant might have standby 
facilities to replace its production 100%, 
but the insurance company gives no con- 
sideration to this in the insurance rate, 
although, when a loss happens, the as- 
sured is expected to make available all 
such facilities. Buyers should make an 
issue of this through their organizations 
formed for this purpose. 

In reporting your values to the insur- 
ance company, is the exact formula fol- 
lowed as stated in the policy? Some 
forms require inclusions in the values 
many items which will be discontinued 
in the event of shutdown and on which 
a loss could never be collected, but on 
which a premium must be paid. If the 























figures. This record must be kept up-to- insurance is subject to co-insurance, then 
date to reflect changes in plant which you may be severely penalized if values 
usually occur frequently. have not been reported as specified. 
Some tuyers depend on appraisals Use and occupancy form should be 
made 10 or 12 years ago, and the plant very carefully studied to be sure just 
may have been materially changed since what is covered; to understand what 
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New Hampshire Group 


Premiums Increase 8.5% 


The New Hampshire Insurance Group 
premium income increased 8.5% in the 
nine months ending September 30, com- 
pared to 1960 production, restated to in- 
clude writings of the Illinois National 
Net premiums written of $44,941,505 in 
clude Illinois National production of $5,- 
448,132. A required increase in the un- 
earned premium reserve of $2,449,900 
resulted in a statutory underwriting loss 
»f $1,236,627. An earned loss ratio of 
63.03% and a ratio of expenses to written 
premiums of 37. 71%, produced a com- 
bined ratio of 100.74% compared with a 
combined ratio of 101.88% for the 
similar period a year ago. 

Net investment income increased to 
$1,920,556. Net operating income, befor« 
capital gains and accrual of capital gains 
tax thereon, totaled $683,929 compared 
with $480,293 at September 30, 1960. On 
September 30, 1961, policyholders’ sur 
plus and total admitted assets once again 
recorded new highs, at $37,105,036 and 
$108,585,777, respectively. At the close 

f 1960 these items were $32,103,117 and 
$99,695,526 respectively. 





must be reported as values, and how 
long it continues to pay; also, to veri fy, 
if under existing physical conditions, 
full loss will be collected. 


Research Laboratories 


In recent years a new problem in use 


and occupancy coverage has presented 
itself. That is, the problem of research 
laboratori es. Can you prove what the 
loss is if your research laboratory is 
out? Discuss with insurance carriers 
just how they would insist on proving 
the loss. Be sure you have records estab- 


lished to meet the needs for proving it. 
A considerable can occur as a result 
of damage to laboratories. Each case 
is entirely diffe rent according to the sur- 
rounding circumstances oy the type of 
operation. This is one angle which must 
be studied thoroughly and the procedure, 
before a occurs, definitely settled. 

Bear in mind the standard form of 
insurance contains a clause which states 
that consideration will be given, in the 
settlement of a loss, to the experience 
before 


loss 


loss 


the loss and the probable expe- 
rience after the loss. Thus, to prove a 
loss from interruption of a laboratory 
operation, records must show the results 


of laboratory work in the past and how 
would affect the sales of the 
company—sales gained from new prod- 
ucts or sales not lost because develop- 
ments by research have kept the prod- 
ucts up-to-date and competitive. The 
projection may be five years more or 
less away, but if a delay in the opera- 
tion of your research laboratory would 
eventually cause a loss, proof has to be 
developed. 

Do not wait for a loss to happen. Be 
sure records are maintained to furnish 
this data and keep it in mind in fixing 
the amount of insurance to be carried. 


its loss 


Direct Damage 


In connection with fire insurance, 
whether it is use and occupancy or direct 
damage, watch out for the word “direct.” 
Many times buyers are depending on 
direct damage or use and occupancy in- 
surance for what is ordinarily considered 
a consequential loss and therefore not 
recoverable under a direct damage pol- 
icy or a use and occupancy policy. 


Extra expense under the U. & O. in- 
surance is another item that requires 
careful consideration. Often it costs more 


to produce a product from other facili- 
ties than would actu illy be saved by their 
use from a & O. insurance stand- 


point. However, from a good will and 
sales relationship standpoint, it is often 
necessary to go to that extra expense. 


Make certain you are not caught in this 
situation, because standard use and oc- 
cupancy insurance will not pay for this 
type of These latter considerations 
are items which change regularly in the 
course of running a business and there- 
fore inust be checked frequently. 


(To Be Concluded) 


loss. 
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Bagot Joins Sterling 
Offices; Sullivan Advanced 


Sterling Offices Ltd., New York City, 
announces that Christopher C. Bagot has 
ined the company as manager of the 
facultative reinsurance department. Si- 
iultaneously, Daniel E. Sullivan is ad- 
vanced to assistant manager of the 
facultative department. 

Mr. Bagot goes to Sterling Offices Ltd. 





CHRISTOPHER C. BAGOT 


years experience in fire 
insurance, having started his career with 
the Sun Insurance Office in 1925: He 
served that company in various under- 
writing and production —_ for 19 years. 
He later held positions with the General 
Cover Underwriters Association, Century 
Insurance Co. of Edinburgh and the 
Central Surety and Insurance Corpora- 
tion of Kansas City where he organized 
and operated the company’s fire depart- 
ment. 

From 1954 to 1957 Mr. Bagot was 
underwriting manager of the Southern 
department of the Pacific National Fire. 
Since 1957 he has been with the Reliance 


with over 35 





DANIEL 


E. SULLIVAN 


Insurance Co, of Philadelphia in the Atlanta 
branch office. He is a brother of the late 
John Bagot who had been with Sterling 
Offices several years and who died nearly 
a year ago, 

Mr. Sullivan joined Sterling Offices in 
February, 1960, as facultative under- 
writer. He had previously served five 
years in a similar capacity with Bowes 
and Company. Mr. Sullivan is secretary 
of the Reins Club of New York. 

Facultative operations of the Western 
department will continue under direction 
of Joseph E. Malfanti, manager of the 
facultative department San Francisco 
office. 


ST. PAUL FIELD CONFERENCE 
During the weeks of November 27 
and December 4 about 150 managers, 
State agents and special agents of the 
St. Paul Fire and Marine and the St. 
Paul Mercury will have an opportunity 
for the first time to see their new home 
ag building at 385 Washington Street, 
. Paul. The theme for the 1961 meet- 
ia is “Drive Home the Golden Spike,” 
and the objectives are growth and profit. 


NEW REINSURANCE COMPANY 


Interstate Fire & Casualty at Chicago 
Forms Subsidiary With Initial 
Funds of $2,100,000 
Interstate Fire & Casualty Co. of Chi- 
cago announces formation of Interstate 
Reinsurance Corporation, a wholly owned 
subsidiary. The mew company has a cap- 
ital of $1,000,000 and a surplus of $1,- 
100,000 for a combined initial policyhold- 

surplus of $2,100,000. 
President Cameron Brown said Inter- 
state Reinsurance will offer insurance 


’ 
ers 







New, elliptically shaped home office of 
Phoenix Mutual Life is the first of its 


design in the world. 


rour/| dependent 
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companies a market for all types of re- 
insurance and will also write coverages 
for industrial, commercial 
large risks for amounts in excess of 
limits retained by the assured or in- 
sured with another company. Capital- 
ization of the subsidiary came from pro- 
ceeds of Interstate Fire & Casualty’s 
120,500-share stock offering marketed 
last month through White, Weld & Co., 
and associated underwriters. 

Executive and underwriting offices for 
both companies are at 175 West Jackson 
Boulevard, Chicago. Interstate Reinsur- 
ance, like the parent, will be managed by 


and other 


business on your books. 


Proven Symbols of Professional Service 






Etna Field Engineer at work on the site of the new Phoenix 
Mutual Life Insurance Company building in Hartford. 


USE HIM TO WIN THE BIG ONES 


One of Attna’s big extras — its technical men in the 
field — helps agents win those profitable commercial 
lines against the toughest competition. When you’re 
in the running for a big one, call in your Aitna team 
of specialists. You'll be mighty pleased with the 
many ways in which they can help you put that 


NORTHERN DIVIDEND 
The Northern Insurance Co. of New 
York has declared a quarterly dividend 
of 37%¢ a share on the common stock 
of the company, payable February 16 to 
stockholders of record February 1. 





Geo. F. Brown & Sons, 
underwriters. ln addition to Mr. Brown, 
president, other principal officers of the 
new subsidiary are Louis W. Biegler, ex- 
ecutive vice president; Robert P. Tate, 
vice president and chairman of the 
board; Alan J. Carey, vice president, 
and Paul Allison, 


Inc., special risk 


secretary-treasurer. 
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T. C. FERGUSON TO RESIGN 


Chairman of Texas Insurance Board to 
Seek 1962 Election as Civil Appeals 
Court Judge in Austin 
Thomas C. Ferguson of Burnet, Tex., 
chairman of the Texas Insurance Board, 
announces that he 
1962 as associate justice of the Third 
Court of Civil Appeals in Austin. Justice 
Raymond this 
bench; C. K. Richards who was appointed 


will seek election in 


Gray has retired from 
to complete the term, does not plan to 
run for the office. 

Mr. Ferguson, 55, served 13 years as 
judge of the 33rd District Court and did 
not seek re-election in 1960. In January 
this year Gov. Price Daniels of Texas 
named him to the state Insurance Board. 

Mr. Ferguson said he will resign from 
this post “before making an active 
canvass for the judgeship,” but he has 
some work to complete in his present 
office before doing so. He is a former 
state representative and former Burnet 
County judge. 


Ruland Advanced in East 
By Fireman’s Fund Cos. 


Robert E. Ruland has been appointed 
manager of the retrospective and large 
risk department for the Eastern depart- 
ment’s auto and casualty operations of 
Fireman’s Fund and affiliates. Mr. Ru- 
land will report to Resident Vice Pres- 
ident Henry E. Knoblock. 

Mr. Ruland attended Columbia Uni- 
versity and the School of Insurance of 
City of New York. During World 
War II he served in the United States 
Navy, is past chairman of the insur- 
ance section of the New York Chamber 
of Commerce 
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THE OLDEST INSURANCE 
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Fieting Vice President 
Of Hardware Mutuals 


Leroy W. Fieting was named vice pres- 
ident of Hardware Mutuals of Stevens 
Point, Wis., at a meeting of the boards 
of directors of Hardware Mutuals-Sentry 
Life. All other officers were re-elected. 
Mr. Fieting will succeed H. J. Schroeder 
who plans to retire January 1, from the 
officer position he has held since 1933. 
Mr. Fieting, a veteran of 27 years with 
the. companies, has been claims manager 
since 1952. He will be responsible for 
administration of the firm’s nationwide 
claims operations. 


Zurich-American Names 


Sellers Asst. Fire Supt. 


The Zurich-American Insurance Com- 
panies, Chicago, have named James E. 
Sellers as assistant superintendent of the 
fire division of the fire and marine un- 
derwriting department. Mr. Sellers, a 
native of Des Moines, began working 
in insurance in 1946 with the Iowa In- 
spection Bureau. He was associated with 
a general insurance agency and Dun and 
Bradstreet. For the past 13 years Mr. 
Sellers, a CPCU, was with the Boston 
Insurance Co. as regional manager in 
Minneapolis. 


Wallace of Chubb & Son 


(Continued from Page 20) 


in force is equal to only about 20 months 
of family income. With this in mind, plus 
the exploding population with which we 
are so familiar, plus the continually grow- 
ing need for group and business insur- 
ance, there is a real requirement for 
additional manpower to service the var- 
ious segments of the public involved. 
There is no one in a better position to fill 
this void than the local agent, if he 
chooses to do it,” Mr. Wallace stressed. 


Sell Life as Other Lines Are Sold 


“We in the general insurance business 
have tended to think of life insurance 
selling as an appeal to the emotions and 
in many cases this has been necessary 
but here again I feel there is a tide set- 
ting in where life insurance can be sold 
in the same manner as we sell other in- 
surance. Perhaps ‘the single greatest fac- 
tor in this direction has been the growing 
realization and need for life insurance in 
business cases for partnerships and 
many other types too numerous to list 
here. 

“Often these have been suggested by 
lawyers or business consultants. A var- 
iant, but akin to these, are personal cases 








Then you'd be wise to solve 
your clients’ puzzling life insur- 
ance problems at the Jaffe Life 
Organization, Inc. — one of our 
newer Office divisions. 


PROBLEM CASES KEEPING YOU DOWN? 


Liberal underwriting assures 
your client of realistic considera- 
tion. Substandard cases can be 
rated up to 1,000%. We are fully 
equipped to handle surplus busi- 
ness for full-time life men. 

Our company—Eastern Life 
Insurance Company of New 
York—is in business to write 
business. We are in business to 
serve you. See our manager 
Harvey Zimmerman. 

Ordinary and Group 
Par and Non-Par 


“Our Second Half-Century” 


AGENCY, INC. 


INSURANCE UNDERWRITERS 





55 John Street, New York 38, New York ® BArclay 7-8900 
MEMBERS, N.Y.C. INSURANCE AGENTS ASSOCIATION, INC, 





where life insurance can be used in differ- 
ent directions essentially to help preserve 
estates. These are all handled in a 
strictly impersonal and matter-of-fact 
way and consequently have great appeal 
to the intelligent agent. 

“In another direction I see many 
agents specializing in personal insurance 
more and more, coupling life insurance 
with general insurance in a budget pro- 
gram where all of the personal insurance 
—automobile, homeowners, accident and 
health, and life—is grouped together and 
put on a quarterly payment or semi- 
annual payment plan. There are com- 
panies that are equipped to do this on 
an automated basis and when properly 
sold has great appeal to the person who 
has to carefully watch his expenditures. 
The average person wants 'to be prudent 
and orderly, and this gives the agent a 
wonderful opportunity to ‘render a real 
service with profit,’ Mr. Wallace con- 
tinued, 

No Prior Approval 

“No prior approval has been a subject 
of much discussion at many agency 
meetings, a great deal has been said 
and reported in the insurance press, in 
addition to which literature has been dis- 
tributed, some of which surely has 
reached your desks. Therefore, I will not 
belabor this point. When I went to Cal- 
ifornia in 1948, their Insurance Code, 
which embraces many of the features of 
no prior approval, had but recently been 
enacted, At that time my first reactions 
were much the same as those being ex- 
pressed by those who are opposed ‘to no 
prior approval. 

“It did seem at first glance that cha- 
otic conditions would exist from ‘no prior 
approval.’ The practicalities are that it 
does encourage competition but by and 
large it is orderly competition, and an 
examination of the underwriting results 
in ‘California will show that they stack 
up favorably with countrywide results, 
including the State of New York, for 
instance, where prior approval is 
quired,” said Mr. Wallace. 

“There is one fact many people are 
ignoring. Practically all, if not all, states 
have anti-discrimination laws and in 
general have statutes that say rates must 
be reasonable, neither too high nor too 
low. This is a real safeguard against the 
chaotic conditions envisioned by some, 
and this I say from personal experience. 

“One of our agents came to see us 
about the insurance on the schools of his 
city. He was having competition from 
the direct writers and was apprehensive 
about retaining the business. We were 
able to put our heads together and work 
out a proposition that saved the business 
for him, using among other factors a 
deductible plan. Because the city was a 
prominent one and someone was dis- 
appointed about not getting the business, 
a complaint was registered and within 
weeks the Insurance Department of Cal- 
ifornia came in to see us. Our records 
were complete and we were able to show 
we had not discriminated, our rate was 
equitable, and that ended the matter. 


Chaos Does Not Exist 


“The point is that real restraints do 
exist, underwriters do have to be careful, 
and consequently chaos does not exist. 
The competitive climate does make for 
a virile insurance industry in both the 
agency and company side of the business. 
T he net result is that a real professional 
attitude exists that commands the respect 
of the citizens of the state, with the re- 
sult that more insurance is sold. 

“The second point is that as far as I 
can see the California agents are as 
prosperous as any in the country at a 
commission level that is no higher than 
exists in the country generally. This to 
me is an excellent example of our Amer- 
ican competitive system at work to the 
benefit of all. 

“I have every confidence that as the 
situation is thought through and the ex- 
perience of those states that do not re- 
quire prior approval is analyzed, this 
philosophy of filing rates will ultimately 
prevail, resulting in benefits to the pub- 
lic, always our first concern, to you and 
to insurance companies.” 


re- 


Reinsurance in 1960 


(Continued from Page 1) 


to British reinsurers accounted for about 
82% of the total. 

The amount of reinsurance assumed 
from abroad by U. S. insurance compa- 
nies although much smaller in amount than 
that ceded abroad has nevertheless been 
growing since 1953. Net premiums of 
$56,800,000 received by U. S. insurance 
companies in 1960 on reinsurance they 
assumed from abroad were twice the pre- 
miums of $28,300,000 received in 1953. 

“The Department's concern” says Mr. 
Sachs, “is with the effect on the current 
balance of payments of these interna- 
tional reinsurance transactions and not 
with the type of considerations which 
are taken into account by insurance 
companies when computing their under- 
writing results. Therefore, these rein- 
surance surveys are not intended as a 
measurement of the net profit or loss of 
international reinsurance operations in 
any given year as measured by insurance 
companies, but rather as an attempt to 
measure the actual movement of funds 
from and to the United States in connec- 
tion with reinsurance. 

“Finally, because of the accounting 
framework with which the entire bal- 
ance of payments is connected, the ac- 
cumulation of required reserve funds in 
the United States by foreign nonadmit- 
ted companies, even though not in their 
entirety at the disposal of foreign coun- 
tries, is considered to be an accumula- 
tion of foreign-owned dollar assets in 
the United States. For balance of pay- 
ments purposes, therefore, the excess of 
premiums ceded over losses recovered 
is regarded as essentially a cash transfer 
to foreign countries since the accumu- 
lating cash balances in the United States 
are regarded as foreign funds.” 

While reinsurance net premium pay- 
ments to Canada stayed about the same 
in 1960, at $3,400,000, and $3,000,000 for 
Latin American republics there was a 
large increase in reinsurance with “other 
countries,” rising to $8,100,000 compared 
with the previous high of $2,700,000 in 
1958 and 1957. “Other countries” do not 
include countries of Western Europe, 
nor Canada or Latin America, but are 
not specifically identified. : 

On net premiums received on ‘reinsur- 
ance assumed from abroad Western 
Europe provided $33,600,000, about the 
same as in 1959, Canada dropped to $7,- 
900,000 from $9,600,000 and Latin Ameri- 
can republics increased their reinsur- 
ance here to $11,500,000 from $9,600,000 
in 1959, Losses paid abroad on assumed 
reinsurance totaled $44,700,000 in 1960, 
with $28,500,000 going to Western 
Europe, $3,400,000 to Canada, and $10,- 
500,000 to Latin American republics. 


Big Bill 


(Continued from Page 19) 





erty as a result of theft, burglary, rob- 
bery or holdup if the loss is of a sus- 
picious nature or if the loss exceeds 
$1,000, ; 

(f) Fire or explosion loss of any kind 
if the loss is of a suspicious nature or if 
the loss exceeds $2,500. 

(g) Any other loss which in 
opinion of the company is suspicious. 

Subsequently all companies were asked : 

1. To submit all loss reports to the 
IMUA in duplicate or, in those cases 
where original report may be sent di- 
rectly to the National Board, to so in- 
dicate on the duplicate sent to the 
IMUA. 

2. In reporting losses in which other 
companies may be interested as direct 
insurers, to list such other companies 
wherever known, in order that they also 
may be notified of any investigation 
which may be undertaken. 

3. To advise and ‘consult with the 
arson division of the National Board 
before employing or appointing private 
investigators in connection with any 


the 


specific loss in order to avoid duplica- 
tion, reduce expenses, etc. 
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Nine-Page Calendar Ad of Hartford 
In Dec. 16 Issue of the Sat. Eve. Post 


\ nine-page advertisement, including 
eiht 1962 calendar pages, has been placed 
the December 16 issue of The Satur- 
y Evening Post by The Hartford In- 
surance Group. Almost full magazine 
page size, the calendar pages will be 
preceded by a full-page salute to Hart- 
rd agents and their services. 
For the second consecutive year the 
lendar page insertion is reportedly the 
largest ever scheduled by an insurance 
mpany in any magazine. It is a repeat 
a similar multi-page advertisement 
run by the 15l-year-old Hartford in the 
Christmas issue of the Post a year ago. 
Research studies, undertaken in 50 
metropolitan market areas, indicated a 
ighly favorable” reaction to the 1961 
calendar pages. The studies showed that 
the Hartford calendar pages were re- 
moved in 30% of Post subscriber homes 


within two days after receiving the 
issue. Nearly four-million sets of cal- 
endar pages had been removed from 


the issue and hung within two weeks 
of the issue’s publication date. 

This year, as a year ago, hundreds of 
F iousands of calendar page reprints will 
be distributed throughout the country by 
agents of The Hartford. Agents and the 
public alike were enthusiastic in their 
response last year and agent orders for 
reprints this year far exceed those of 1959. 





ANNAPOLIS FIRE SOLD 


Spector, Baltimore Attorney, Heads New 
Group, and is Company President; 
Warfield Among Directors 

Purchase of all of the outstanding 
stock of the Annapolis Fire and Marine 
Insurance Co., a Maryland corporation, 
by a group headed by Joseph W. Spec- 
tor, Baltimore attorney, is announced. 
The new officers of the company are 
Joseph W. Spector, president; Monroe 
H. Lowitt, executive vice president; A. 
Emory Lord, vice president; and Robert 
G. Lembach, secretary-treasurer. 

lirectors include Louis J. Berman, 
co-partner, Berman, Goldman & Riba- 
kow, certified public accountants; Wil- 
liam L, Gouline, president, Central Build- 
ing Supply Co.; Melvin Harrison, vice 
president and secretary, The Equitable 
Trust Co., and Harry L. Landay, presi- 
dent, Beacon Life Insurance Co. 

Also, Robert G. Lembach, secretary- 
treasurer of the company and attorney- 
at-law; ‘Monroe H. Lowitt, executive 
vice president of the company; Brendan 
O'Dwyer, managing officer, Annapolis 
Federal Savings and Loan Association; 
and Benton L. Richards, president, Rich- 
ards Securities and Investment Co. 

\lso, William H. Schermerhorn, chair- 
man of the board, McKinley and Com- 
pany, Miami, Fla.; Joseph W. Spector, 
chairman of the board, Beacon Life, and 
attorney-at-law; Guy T. Warfield, pres- 
ident, Warfield ohn Aa and Co.; John 
Whitmore, member Maryland House of 
Delegates, and president, Whitmore 
Printing and Stationery Co.; and C. T. 
Williams, Jr., vice president, C. T. Wil- 
liams and Co., investment brokers. 

The company, it was announced, has 
disposed of its book of marine business 
and will concentrate its activities in fire 
lines. Present plans call for a public 
offering of the stock of the company on 
an intra-state basis to residents of Mary- 
land only, to increase its capital and sur- 
plus to in excess of $2,000,000. 


HOME F. & M. DIVIDEND 
The Home Fire and Marine 
ance Co. of California, 
Insurance Companies, has declared a 
quarterly dividend of 40¢ a share on 
the capital stock of the company, pay- 
able December 15 to stock of record 
December 8. 


Insur- 
one of The Fund 


An extensive merchandising program, in- 
cluding a contest for Hartford agents 
sponsored jointly by The Hartford and 
the Post, will be undertaken. 

The calendar pages, especially designed 
to be removed from the magazine and 
hung up, are illustrated with full color 
landscape paintings by artists Dean Fau- 
sett, Bruce Mitchell, Gene Pelham and 
Robert Wood. Printed on extra-heavy 
paper, the pages are separately stitched 
and pre-punched for easy removal and 
handling. More than 450 tons of paper 
and 18,000 pounds of ink were required 
for their production. 

The Hartford Group has been advertis- 
ing in the Post for over half a century. 
The company’s first ad appeared in the 
November 21, 1908 issue. The famous 
He urtford Stag trademark dominated the 
company’s first Post ad as it does in the 
1961 multi-page insertion. 


Murphy New Chairman of 


Marine Clearing House 


Robert A. Murphy of Chubb & Son 
Inc., was elected chairman of the Ameri- 
can Marine Insurance Clearing House at 
the annual meeting. He succeeds W. H. 
Curwen, marine manager of the Royal- 
Globe Insurance Companies, who had 
served a two-year term. Elected as vice 
chairman was Dale E. Taylor, executive 
vice president of the Atlantic Mutual. 

Edward R. King was re-elected as sec- 
retary. G. Doane McCarthy, Jr. 
elected treasurer. Mr. McC arthy is 
ident vice president of the 
Fund Insurance Group. 


was 
res- 
Fireman’s 


NAIA Details Objections 
To Group Plans of NBCU 


The National Bureau of Casualty Un- 
derwriters’ recent plan to include fran- 
chise holders and some individually owned 
employes cars under experience 
schedule rating has created wide discus- 
sion around the country and to make 
clear its objections to this plan, the Na- 
tional 


and 


Association of Insurance Agents, 
in a letter from President Cooper M. 
Cubbedge, Fla., to all state 
association officers, has documented its 
position with a review of past actions and 
statements. 

The Bureau plan, President Cubbedge 
said, will encompass only those casualty 
lines for which the Bureau has jurisdic- 
tion, However, he pointed out, approval 
of this plan c uld lead to extension in the 
property field and then to a combinaton 
of property and casualty risks on a group 
basis of the nature which has been op- 
posed by the various state associations 
and the National Association in the past. 

“A close analysis of the Bureau filing 
will indicate acceptance by the Bureau 
of the very group insurance philosophy 
which we have opposed,” Mr. Cubbedge 
declared. “If, as has been contended 
by the Bureau, some insurers have 
adopted discriminatory rating plans, then 
these plans should also be examined 
closely by the various Insurance Depart- 
ments.” 


Jacksonville, 


Top Reliance Producers 
Spend 5 Days in Nassau 


More than 250 Reliance Insurance Co. 
agents and their wives from the East 
qualified for a five-day expense-paid va- 
cation in Nassau, Bahamas, in Reliance’s 
sales incentive campaign. They flew from 
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their home towns to Philadelphia. Chart- 
ered B.O.A.C. Airlines took them non- 
stop to Nassau where they were guests 
at the Emerald Beach Hotel, November 
11-15. 

The top producer award to the agency 
achieving the largest sales volume dur- 
ing the contest went to the Barrett- 
Parker Agency of Westfield, N. J. Two 
couples from this agency will receive 
an additional four- day expense-paid va- 
cation at Half Moon Club, Montego Bay, 
Jamaica. 

A highlight of the Nassau sales in- 
centive trip was a panel discussion meet- 
ing at which top Reliance executives and 
key producers sat down and discussed 
some of the important problems affecting 
agency-company relations today. Reli- 
ance agents serving on the panel were: 
John M. Parker, Jr., Barrett & Parker, 
Westfield, N. J.; Ralph N. Fey, Frazer- 
Fey Insurance Agency, Oxford, Ohio; 
Donald G. Walton, The Walton Insur- 
ance Agency, Jenkintown, Pa., and Mar- 
vin G. Davis, John D. Carswell Company, 
Savannah, Ga. 


This month other Reliance sales in- 
centive campaigns will send _ several 
hundred additional agents and _ their 


wives from the Middle and Far West on 
expense-paid vacations to Hawaii, Puerto 
Rico and the Virgin Islands. 








®> "WANDA" 


Wohlreich & Anderson 
Ltd. 


B. J. DAENZER 
President 


55 JOHN STREET 
NEW YORK, N. Y. 
DIGBY 9-3020 


Warehouseman's 
Legal Liability 


All Risks protection for 
liability to Customers 


Wanda will help you select the 


coverage your client needs: 
Limits 
Premium Base 
Deductibles 


"Wanda" 
to qualified brokers and agents 


know-how is available 


Please give me full information on 
your facilities. -~ 


Name 





Address 





City 





Phone 





Mail to "WANDA" 
55 John Street, N. Y. C. 


“Wanda solves your problems” 
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Denies Charges Agents Are Negative 


that 


sociations are 


Charges independent agents’ as- 


taking a negative attitude 
insurance and 
stock 
were denied | 

CPEn. Arlt 


executive c 


toward changes in are 


therefore, resp agency 





companies losing ground, 
William E. Webb, Jr., 
ville, N. C., member, 
tee, Nati 
Agents, in 
vention of t 

Mr. Webb 


have 


ymmit- 


yal Association of Insurance 


a talk before the annual con- 
Association. 
that 


independe 


ie Indiana 

said many speakers 
“take 
we oppose 
prior approval 
bureau membership, and such 
innovations as direct billing and con- 
tinuous policies.” Independent insurance 


advised nt agents to 





a long and hard look before 


such developments as no 


ot rates, 


agents, he said, have examined these 
innovations and concluded they are con- 
trary to good judgment and not in the 
best interests of the industry or the 
public 

“For this action > said, “we are ac- 
cused of being negative in our approach 
I call to your attention that it is part 
of the slogan of the National \ssocia- 
tion to ‘oppose that which is bad’ for 
the industry.” He said that to oppose 
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that “which we 
never truthfully 


consider to be bad can 
be said to be negative 
or reactionary. On the contrary, I say 
to you that such opposition is not only 
honest but a true constructive approach.” 

Mr. Webb pointed out that these com- 
panies seem to he ave fallen victim of sa 
fallacy that when their competiti 
grows larger then they must of neces- 
sity grow smaller. The last decade, Mr. 
Webb noted, has produced an increase 
in total fire and casualty volume of 118% 
“During this same period of time,” he 
said, “the fire and casualty premiums of 
the Aetna Life Group have increased 
217%, the Travelers Group 189%, the 
U. S. F. & G. Group 206%, and many 
others have shown similar increases.” 
These groups have certainly improved 
their position in the overall industry 
picture, he said, and yet all of these 
companies are operating on the American 
Agency System and “every bit of this 
increase was produced by men such as 
you with modern progressive tools and 
policies furnished by modern and pro- 
gressive companies.” 


INA Winners Named in 
National Sales Program 


Christian “Sonny” Jurgensen, quarter- 
back of the World Champion Philadel- 
phia Eagles National League football 
team, helped Insurance Company of 
North America celebrate its nationwide 
fall sales program, “Message to the 
Men.” Mr. Jurgensen visited INA’s 
Philadelphia metropolitan service office 
and assisted INA official Arnold Sharpley 
in award presentation. 


Top winners from the Philadelphia 
metropolitan service office area were 
Frank E. Becker, Audubon, N. J., and 


Herman Lodge, Philadelphia. 

INA is conducting an eight- week sales 
program featuring a variety of incentive 
awards for the company’s more than 
20,000 independent agents and brokers. 

Other winners from INA’s Philadel- 
phia metropolitan service office area in- 
cluded: Charles R. Myers Associates, 
Haddonfield, N. J.; Joseph H. Murray, 
Upper Darby, Pa.; Thatcher B. Todd, 
Media, Pa.; Halyburton, Inc., Camden, 
N. J.; P. A. Curcio, Camden; William 
I. Antonoff, Philadelphia; James B. 
Kase, Wayne, Pa.; Booth, Potter, Seal 
& Co., Philadelphia; Crosby M. Black, 
av. Chester, Pa.; William Gardner, 
Philadelphia; John W. Foley, Drexel 
Hill, Pa.; Stockwell-Knight Co., Morris- 
town, N. J.; Hare & Chase, Philadelphia; 
David Dickstein, Levittown, Pa.; Ray- 
mond Warner, Palmyra, N. J.; Margret 
Kentner Richard, ae Grove, Pa; 
Abrams-Weinreb, Ltd., Lakewood, N. J., 
and Tifft-Johnson Co., Inc., P hiladelp! lia. 


LEONARD P. GERNOLD DIES 

Leonard P. Gernold, M4, president of 
the Gernold Agency Inc., Buffalo, and 
secretary of the Kiwanis Club of Buffalo, 
died November 12. Mr. Gernold entered 
insurance in 1935 and in 1946 opened 
Leonard P. Gernold, general insurance 
agency, in the Genesee Building 


Greeno Winner in Poetry Display 


Follett L. ¢ 
former vice 
surance Co., 


and 
In- 


wreeno, present director 
president of Excelsior 
of New York, Syracuse, was 
recently announced winner of the 1961 
World Poetry Day competition in 
Rochester, N. Y., his home. One of the 
best-known insurance agents and realtors 
in the state, Mr. Greeno is past presi- 
dent of the New York State Associa- 
tion of Insurance Agents, the Rochester 
Real Estate Board, the Kiwanis Club 
and the Rochester Poetry Society, and 
has headed numerous 8 groups. 

In 1960 he was saluted as “Realtor of 
the Year” on the occasion of his 50th 
year as a charter member of the Real 
Estate Board of Rochester. He has been 
writing poetry as a hobby for many 
years. Much of his work has been pub- 
lished in national poetry magazines and 
quarterlies, and he describes his poetry 
as “a little more traditional than modern- 
istic.” 

He was named winner by popular vote 
in a display at the Rochester Public 
Library. His winning poem, in the 
sonnet style of Shakespeare, follows: 

“WHO LIGHTLY WALK” 
And we, who lightly walk lest the living 
grass 

Wither and perish beneath an oppres- 

sive heel, 


Who measure words, that others may 


not feel 
Constrained to comprehend, rather to 
pass 
Their deeper meanings by with mild sur- 
prise; 
Who hold, with tender care, a fragile 
token 
Valuing most the brittle heart when 


broken— 
We are the 
skie Ss. 


watchers of the sun-flamed 


We are the keepers of the silver night, 
rhe searchers after stars not seen be- 


hore, 

Standing long hours to wait the open 
d 0T, 

Seeing above the sill a seam of light. 

And this we know, whatever else be 
true, 

The stars are old and yet the night 
is new. 


ROTH NAMED SATE AGENT 
Royal-Globe Insurance Companies have 
appointed Gerard Roth state agent at 
Milwaukee. He succeeds Charles W. 
Smith, resigned. Mr. Roth was formerly 
a special agent in the metropolitan pro- 
duction department in the New York 
office. He has been with Royal-Globe 
over 25 years. 


GNY Brokers’ Forum on 
Rate, Rule Changes Nov. 29 


A comprehensive discussion of rece:t 
fire insurance rule and rate chang 
effective in New York State since Se; 
tember 18, will be the feature of the 
November educational forum of the 
Greater New York Insurance Brokers’ 
Association, Inc. The forum is schedule ( 
to be held Wednesday, November o 
at 7:30 P. M. in the Sheraton-Atlantic 
Hotel, Broadway and 34th Street. 

Marshall Rubenstein, chairman of tiie 
GNY Brokers’ educational and forum 
committee, announced that two officials 
of the New York Fire Insurance Rating 
Organization will explain the changes. 
They are: Robert D. Knapp, manager 
of the metropolitan division of NYFIRO, 
and George W. Grape, superintendent 
of the stamping department of the metro- 
politan of NYFIRO. 


United Brokers Elect 


Johnson as President 

The United Insurance Brokers Asso- 
ciation of New York City has elected 
Ernest E. Johnson as president. He 
succeeds William A. West who held the 
position for three terms. Mr. West is 
named chairman of the board of goy- 
ernors. 

Membership of the UIBA is drawn es- 
sentially from the upper Manhattan area, 
but also includes a number of brokers 
beyond this section whose business in- 
cludes a substantial number of Negro in- 


sureds. Mr. Johnson in 1960 was 
elected vice chairman of the Brokers’ 
Association Joint Council, with which 


United is affiliated. 
During World War II he was Wash- 
ington bureau chief for the Associated 
Negro Press. In later years he was in 
_ a public relations consultant on 
he Negro market, and then a radio news 
cs Fa with the Voice of America. 
The slate which will serve with 
Johnson includes William 
White Plains, vice president; 
M. Hanson, secretary; 


Mr. 
Sudderth, 

Edward 
% lifford Bourne, 


financial secretary; and Bertram M. 
se treasurer. Elected to the board 
with Mr. West are C. C. Gales, Wilfred 


R. DeFour and James Wilber. 


Rochester Agents to Hear 
Hinckley of Travelers 


The Insurance Agents Association of 
Monroe County, Inc., at Rochester, N. Y., 
will hear George P. Hinckley, superin- 
tendent of agencies of the life, accident and 
health agency department of The Travelers, 
speak at a luncheon meeting November 
29 at the Chamber of Commerce. Mr. 
Hinckley was formerly manager of the 
Rochester office of The Travelers from 
1953 to 1955. He will speak on the place 
of life insurance in the multiple line 
agency. Mr. Hinckley is a native New 
Yorker, graduate of Queens College and 
served for awhile in a New York City 
office of The Travelers. 


HOLLAND WITH LOCAL AGENCY 

Smith Holland, Jr. Kentucky field 
representative of the National of Hart- 
ford, has resigned to enter the local 
agency business, with the George Massey 
agency at Bowling Green, Ky. His 
father is a field man in Tennesse, former- 
ly in Kentucky with America Fore 
Loyalty Group. 
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Admiral Holden Stresses Programs 
Of New Maritime Safety Foundation 


Vice Admiral Edward C. Holden, Jr., 
S.N.R. (Ret.), for many years presi- 
nt of the United States P. & I. Agency, 
c., and vice president of the Marine 
fice of America in New York City, 
tired this year after 30 years of serv- 
But he has not been ‘content to 
main away from the shipping field and 
ecently accepted a post as director of 
fety and education with the new Mari- 
me Safety Foundation, a joint man- 
ement-labor organization. Admiral 
Holden serves as the management repre- 
ntative and was appointed by Captain 
fohn Clark, president, Mississippi Ship- 
ng Co. (Delta Line) who is president 
the Foundation. 

Admiral Holden, who is nationally 
| cnown and highly regarded for his hun- 
ret ds of speeches and articles on various 
ases Of marine safety, states that the 
uundation is an institute for basic and 
ipplied safety research and development. 


In this connection, safety is deemed to 
be more than engineering, it is more than 
science. Safety is a culture of man’s 
way of life with the risks of life, a 
ulture that can be shared freely and 
njoyed by all concerned. The control 


accidents A. a problem created by 
ivilization. The design of man and his 
biological qu sine must be recognized, 


understood, and integrated with the 
lesign of his surroundings, so that it will 
be as easy as possible for him to live 
safely with them, he said. 


Admiral Holden has reaffirmed previ- 
mis statements that if existing safety 
knowledge were effectively used by all 
concerned, both labor and management, 
mly a fraction of the present number of 


work accidents would occur. There are 
few accidents for which information is 
not available and good enough to have 
prevented them. There is a miscellany 
of needs for better understanding and 
iinprovement through research and de- 
velopment, he says. 


Lack of Knowledge on Causes of 
Accidents 

leg tebe it is evident 
reat deficiency of knowledge 
@bout personal causes of accidents and 
heir control—the human factor involv- 
the physical and psychological be- 
havior of man in relation to his environ- 
ment and job performance, subtle, dif- 
ficult of solution, most important factor 
in accident causation but most unstable 
i the man-environment relation,” states 
the Admiral. 

“Usually for sere reporting pur 
accident reports deal primarily 
with the injury and are salle adequate 
o determine its basic causes. Complete 
investigations not only reveal real in- 
stead of ‘apparent’ causes but often 
guide research expenditures and improve 
prevention programs. Continuing re- 
search means safety progress.” 

_ Admiral Holden emphasizes that at the 
first President’s Conference on Industrial 


that a 
prevails 





poses, 


Satety, in 1949, Dr. William P. Yant, 
research consultant to the president, 
Mine Safety Appliance Co., discussed in 


veneral these problems but little atten- 
m was thereafter given to their prac- 
- aspects. He again stated them at 

» Third World Congress on the Pre- 
vention of Occupational held in 
Paris this year. Yet, no aggressive 
tion has been taken in the matter. 
H wever, the Maritime Safety Founda- 
m is prepared to actively follow through 
research and development with the 
»peration of management and labor 


Risks 
ac- 





VICE ADMIRAL 
EDWARD C. HOLDEN, JR. 
in the maritime industries, Admiral 
Holden reveals. 
“There are many studies to be made,” 


sound to 
nature 


“Answers must be 
the problem of the ‘unchanging 
f man in a changing eeicamea! We 
must develop fac ilities for research and 
engineering for setting safety standards 
for tomorrow’s materials ‘such as nuclear 
energy and radioactive materials, mani- 
festly for the protection of manpower 
and industry alike, supplementing studies 


he continues. 


made by the Atomic Energy Commission 
in order that the maritime industry will 
profit thereby. Acknowledgement is 


given to the Maritime Administration 
for its excellent work in this area, par- 
ticularly in regard to the ‘Savannah’. 

In summation, Admiral Holden states: 


“We are now just emerging on the 
horizon of a new safety era in the 
maritime industries where the combined 
wisdom and creative thinking of men is 


success. There should be 
the reception of 


required for 
an encouragement for 
new ideas. Negative attitudes must be 
replaced by positive attitudes for co- 
ordination and cooperation in all areas 
of human endeavor. Safety must no 
longer be treated as a step-child. We 
all know that safety is often treated as 
a social event of a poster, or statement 
of policy or a whisper of conscience. 
“Indifference to safety progress pre- 
vails in too many areas. The status quo 
cannot be maintained if proper results 
are to be achieved. The administration 
of new concepts for safety will be instru- 


mental in aiding the cure of a sick in- 
dustry. Several references to ‘sick in- 
dustry’ were made by responsible man- 
agement leaders at the recent American 
Merchant Marine Conference in more 
ways than one. We are receiving in- 
creased support for our work in the 


field of management.” 


COLLINS MARINE. MANAGER 

Richard C. Collins, marine insurance 
specialist, has been named marine man- 
ager for Cole Clark & Cunningham, Inc., 
industrial insurance brokers, Portland, 
Ore. This new affiliation enables the firm 
to provide complete ocean marine facili- 
ties and services to clients. 


Underwriters Participate 
In Ship Plate Ceremony 


The builders plate from the Liberty 
Ship “Oliver Kelley” was presented to 
the National Grange at its annual con- 
vention in Worcester, Mass., November 
20 by Ralph E. Casey, president of the 
American Merchant Marine Institute. 

The presentation was made under the 
Liberty Ship Memorial Program, which 
is jointly sponsored by the American 
Institute of Marine Underwriters and 
the American Merchant Marine Insti- 
tute. Representing the marine under- 
writers at the ceremonies were Carl E. 
McDowell, executive vice president, and 
x Doane McCarthy, a director. 

The. Liberty Ship Memorial Program 
was established to memorialize the ships 
and individuals after whom they were 
named. The “Oliver Kelley” was named 
after the founder of the National Grange 
and was one of many Liberty Ships built 


during World War II and now being 
scrapped. 

The National Grange is the oldest 
American farm organization, while the 


joint donors of the name plate are the 
major associations respectively, in the 
fields of United States-flag steamship 
operation and American marine insur- 
ance. 


Japanese Visit AFIA 

Twelve leading Japanese fire and 
marine insurance executives visited New 
York City November 21 as part of a 
five-week tour of the United States to 
study American insurance methods. One 
of the highlights of their trip was a 
visit to the world headquarters of the 
American Foreign Insurance Association 
in New York City. Leader of the 
Japanese delegation is Tsunejiro Tejima, 
director and president of the Chiyoda 
Fire Marine. President James O. Nichols 
of AFIA briefed the Japanese on his 
association’s world-wide operations. 


N. J. Women Meet Nov. 30 


Robert L. Frings will ‘be guest speaker 
at the regular dinner meeting of the In- 
surance Women of New Jersey to be 
held at the Military Park Hotel, New- 
ark, on November 30. His subject will be 
‘The Application of Safety Principles 
Today” and the relationship to the 
changing of insurance markets. 

Mr. Frings is vice president of Don- 
nelly Brothers, Newark, staff member of 
the Center of Safety Education for many 
years and guest lecturer at New York 
U niversity’s industrial safety conferences. 
Mr. Frings is also insurance consultant 


for several large corporations. 


Seibert and Ryder on 
IMPS Panel Discussion 


Members of the Inland Multiple Peril 
Society (IMPS) conducted a panel dis- 
cussion on multiple peril underwriting at 
their meeting, November 13 in New York 
City. Participants were Charles Seibert, 
Eastern department inland marine man- 
ager of the Fund companies, and Edwin 
Ryder, Eastern department inland ma- 
rine manager of the St. Jack Clay- 
the Royal served as moderator. 
Mr. Seibert 
the inland marine business 


Paul. 
ton of 

In response 
observed that 


to questions 
“as we know it is being limited in its 
intrusion of so-called 


” He 


expansion by the 
advised in- 
land marine underwriters to study fire 
and casualty underwriting in wrder to 
better equip themselves for the wider va- 
riety of underwriting problems encoun- 
tered under multiple-peril. 

Mr. Ryder decried the practice en- 
gaged in by some companies of turning 
over their multiple peril underwriting to 


multiple-peril business. 


men trained solely in the fire depart- 
ments. He felt that their lack of famil- 
larity with all-risk hazards, particularly 
with theft exposures, made them vul- 


nerable to poor selection. While agreeing 
with Mr. Seibert on the need for ade- 
quate preparation for multiple- peril un- 
derwriting, Mr. Ryder thought that most 
inland trained men were closer to mul- 
tiple-peril problems than their fire coun- 
terparts. 
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Gilmore Clarifies “No 
Prior Approval” Plan 


ANSWERS PROPOSAL’S CRITICS 


“Our Bill Will Work the Same as All- 
industry Bill,” He T=lls 
New York CPCUs 

Robert N. Gilmore, general counsel for 
the Association of Casualty and Surety 
Companies, clarified the intent of pro- 
posed “no prior approval” legislation in 
a recent address before the New York 
Chapter of Chartered Property and Cas- 
ualty Underwriters 

“It has been suggested that the re- 
moval of prior approval shifts the burden 
of proof from the bureau or independent 
filer to the commissioner,” Mr. Gilmore 
stated. “The reasoning is that under ail- 
industry laws the filer must bear the 
burden of convincing the supervisory au- 
thority that the filer’s meet the 
standards of the act before the rates can 
be used.” He continued: 

“With the removal of prior 
some of our critics say we have placed 
the burden on the supervisory authority 
to prove the filing fails to meet the 
standards. Nothing of the sort is in- 
tended 


rates 


approval, 


Burden is on the Filer 


“We visualize that our bill will work 
exactly the same as the all-industry bill 
This means that when the commissioner 
notifies the filer that he does not believe 
: filing meets the standard of the act the 
burden is on the filer to convince the 
commissioner 

“I might say that we fervently and 
hopefully pray the commissioner will 
spell out, as he is required by law, his 
reasons for believing the filing does not 


comply with the standards 

“If he does not do this, then the filer 
finds himself in an impossible position 
The filer cannot carry the burden of 
proof when he does not know what is 
bothering the commissioner 

“Failure to tell the filer what is wrong 
with the filing and failure to make spe- 
cific findings within the confines of the 
law can make a complete mockery ot 
the rating laws. This will be true no 
niatter what kind of a law is in effect 

“The burden of proof is on the filer 


and there should be no mistake or con- 
fusion on that score. The only way the 


filer can effectively and intelligently as- 
sume this burden which the statute 
places on him is for supervisory author- 


ities to make clear and explicit findings 


Discusses Suggestion for Refund 


Mr. Gil more also answered the criti- 
cism that the immediate use type of bill 
does not provide adequate sanctions to 
protect the public from excessive rate 


charges. 

The inference, he said, is that if prior 
approval is dropped it should be replaced 
by some impoundment and refund fea- 
ture which would provide a means of re- 
turning any excessive charges 
holders. Those who favor the 
immediate use approach have 
looked the possibility of this 
he maintained 


to policy- 
right of 
not over- 
criticism, 


“Let us examine 
fully,” Mr. Gilmore 
predicated on the 


this proposition care- 

stated. “First, it is 
assumption that exces- 
Sive rates will be the order of the day 
We completely disagree. No company 
or bureau will want to price itself out of 
the market. Every filing must of neces- 
sity take into consideration competitive 
rate filings. 

“We do not anticipate filings with ex- 
cessive premium rates. Experience in 


ROBERT N. GILMORE, JR. 
But Commissioners Must be Explicit 


other states where there 
proval, strongly 


is no prior ap- 


bears this out. So as a 


practical matter the bugaboo of injury 
to the public from excessive rates is 
largely theoretical. It has not happened 


in the no prior approval states in the past 
and we see no reason why it should occur 
in the future.” 
“COMMUNICATIONS IN DEPTH” 
Theme of Insurance Advertising Confer- 
ence’s Mid-year Meeting December 7-8 
At Hotel Delmonico, New York City 
“Communications in 
theme of the Insurance 
ference’s mid-year 


Depth” is the 
Advertising Con- 
meeting December 
7-8 at Hotel Delmonico, New York City. 

William J. O’Meara, Aetna Casualty & 
Surety, will give the president’s welcome. 
Art Dannecker, director of advertising 
and public relations for Ohio Farmers 
Insurance Co., will then follow with an 
introduction on theme of the meeting. 

Other morning speakers include: Herb 
Kirschner, Kirschner & Co., San Fran- 
cisco; Jerry Friedland of Look Maga- 
zine, who will explain Look’s recent auto- 
motive survey, and Eugene Mapel, vice 
president, Chase Manhattan Bank. Mr. 
Mapel’s subject: “How Manhattan Does 
ic?” 

First day luncheon speak: ‘r will be 
Ken Crawford, editor of “Washington 
Tides,” Newsweek Magazine. He will 
be followed by a speaker from the life 
insurance industry—yet to be announced. 
A reception is scheduled for that evening 
preceding the mid-year banquet. C. D. 
Jackson, publisher of Life Magazine, will 
be banquet speaker. 

Friday speakers include: John  P. 
Kelley, director of advertising, Gi vodyear 
Tire & Rubber Co.; Frank Schaefer of 
Doremus & Co., and Sam Boggs, adver- 
tising and public relations director, In- 
surance Co. of North America. 

Reemnusions can be made by 
Charles K. Oaks, Jr., executive secretary, 
Insurance Advertising Conference, 15 
Cottage Road, West Hartford, Conn. 
Registration fee is $28.50. 


writing 


Elect Corcoran, Dougherty 

James C. Corcoran and Donald A. 
Dougherty have been elected members 
of the Kemper Insurance Junior Board, 
an 1l-man unit which provides mang Age- 
ment training for young executives of 
the Kemper Insurance Companies. 





St Happened Last “Week: 


WEGHORN EXPANDS FACILITIES 


New York Agency’s Portfolio Now In- 
cludes Casualty and Property; Lynch 
Named Department Head 


The John C. Weghorn Agency, Inc., 
well-known New York insurance office 
and general agent of the Springfield In- 
surance Group, is expanding its Spring- 
field facilities to include a full casualty 
and property underwriting portfolio, At 
the same time, the agency announced that 
Daniel J. Lynch will head its new cas- 
ualty department. 

John C. Weghorn, 
said: “We are particularly happy 
we can announce this market enlarge- 
ment with confidence it will operate 
c mstructively for the benefit of all con- 
cerned.” 

Mr. Lynch has been in the casualty 
insurance business for 15 years. He joins 
Weghorn from Home Indemnity, where 
he was a supervisor of workmen’s com- 
pensation and general liability under- 
writing. Previously, he had occupied a 
similar position with Zurich Insurance 
Co. and had been associated with other 
companies prominent in the casualty field. 

A native of Staten Island, Mr. Lynch 
was educated in schools there, and at 
New York University and The School of 
Insurance. He is a member of the In- 
surance Federation of New York and the 
Young Men’s Board of Trade. 


president, 
that 


agency 


Liberty Mutual to Insure 
Cars in Avis Rental System 


Winston V. Morrow, Jr., executive vice 
president of the Avis Rent-a-Car Sys- 
tem has announced that negotiations 
have been completed with Liberty Mu- 
tual of Boston for the company to in- 
sure rental and leased vehicles owned by 


Avis, Inc., effective January 1. The cov- 
erage plan is also offered to system 
members. 

“Liberty Mutual thus becomes the 


first mutual insurance company to enter 
the field of insuring the growing rental 
and lease car operations in the United 
States on a system basis,” Mr. Morrow 
said. Liberty Mutual employes, with the 
help of Avis System field representa- 
tives, will cooperate in unifying the sys- 
tem under a single program of insur- 
ance protection. 

The program negotiated by John J. 
Murphy, Avis insurance manager, with 
Vice President Roger H. Wingate of 
Liberty Mutual involves long range plans 
for economies in Avis System insurance 
coverage. 

Said Mr. Morrow: “One of Liberty 
Mutual’s reasons for entering our busi- 
ness on a national basis for the first 
time is to develop an entirely new safety 
approach applicable to our industry. As 
our program succeeds, it may be applied 


to others in our industry, but at the 
moment we have the exclusive benefit 
of Liberty Mutual experience in loss 


control.” 


Western C. & S. Declares 
Regular Quarterly Dividend 


Western Casualty & Surety board of 
directors has declared the regular quar- 
terly dividend of 35¢ per share, payable 
December 30 to stockholders of record 
December 11. 

Directors of the parent company, 
Western Insurance Securities Co., de- 
clared the regular quarterly dividend of 
$1.50 per share on the preferred stock, 
payable January 1 to stockholders ot 
record December 11; and the regular 
quarterly dividend of 62%¢ per share on 
the Class A stock, payable February 1 
to stockholders of record January 12. A 
dividend of $1 per share was also de- 
clared on the common stock, payable 
March 1 to stockholders of record Feb- 
ruary 12. 





DANIEL J. 


LYNCH 


OPERATING RESULTS BETTER 


Fidelity General of Chicago Showed 
$110,021 Profit Gain During First 
Nine Months of 1961 
Operating results of Fidelity General 
Insurance Co. of Chicago for ‘the nine 
months through September 30, 1961, have 
“substantially” exceeded those of the en- 
Gilbert S. 

announced. 


tire preceding year, 
president, 

Mr. Goodman said operational profit 
in the nine months totaled $100,021 com- 
pared with a loss of $38,651 
1960. Nine months comparative figures 
for 1900 were not available, he added. 

Fidelity, which November 1 announced 
an offering of 100,000 shares of common 
stock had been oversubscribed, writes all 
forms of fire and casualty insurance, in- 
cluding excess and surplus liability cov- 
erages. 

Admitted assets of the company as of 
September 30 were $3,633,910, an increase 
of 46.1% over the $2,487,423 reported 
at December 31, 1960. The September 
figures does not include $500,000 in pro- 
ceeds from the stock offering. 

Fidelity wrote $2,166,648 in premiums in 
the nine months, 74% more ‘than the 
$2,017,053 written during all of 1990. Mr. 
Goodman estimated that 1961 writings 
would exceed $3 million, approximately 
50% higher than 1960 premium writings 

The recent offering, through which 
the number of outstanding common 
shares was raised to 466,100, resulted in 
approximately 200 new stockholders be- 
coming owners of the company. Funds 
from the stock sale will be used to ex- 
pand Fidelity’s underwriting capacity. 


Goodman, 


for all of 


Mutual Pool Offers Excess 
Ins. for Scheduled Airlines 


American Mutual Reinsurance casualty 
pool has increased its capacity in order 
to make this expanded facility available 
for excess liability insurance on scheduled 


airlines, primarily domestic companies 
certified by the United States Govern- 
ment. 


The coverage available in the pool (all 
net domestic) is $2,500,000 per occurrence, 
per aircraft, excess of $10,000,000. Sub- 
missions may be made to any of the 50 
participants of the pool. 

Offerings will be reviewed by the 
Scheduled Airlines Underwriting Com- 
mittee made up of the following com- 
panies: American Mutual Liability, rep- 
resented by R. D. McClure, assistant 
vice president ; Employers Mutual Liabil- 
ity of Wisconsin, represented by E. R. 
Sturgeon, vice president-reinsurance; 
Hardware Mutual Casualty, represented 
by W. M. Kraus, vice president; Liberty 
Mutual, represented by W. R. Newton, 


vice president; and Lumbermens Mutual 
Casualty, represented by H. A. Lansman, 
vice president. 
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In Age of the Consumer 





‘Creative Underwriting Needed’--Jacobs 


Significant changes are taking place 
in the insurance industry to meet the 
iccds of today’s articulate insurance 
buyers, according to James P. Jacobs, 
president, Hardware Mutuals—Sentry 
Life, Stevens Point, Wis. 

Mr. Jacobs predicted that, “this era 
o: the late 1950’s and early 1960’s will 
one day be classified as the age of the 
consumer in U. S. industry,” as he spoke 
before the recent annual meeting of the 
American Mutual Insurance Technical 
Conference in Chicago. 

Stressing the late start the insurance 
industry got in meeting the needs of the 
consumer, Mr. Jacobs emphasized how 
this new awareness has brought about 
a thorough shake-out of traditional sell- 
ing practices as evidenced by a flurry of 
policy packaging and simplification. In 
this era of highly competitive insurance 
selling, depressed basic rates have all 
but removed the low price appeal. 

To meet the challenge of today’s con- 
sumer oriented marketing climate, Mr. 
Jacobs revealed his own companies’ reli- 
ance on new underwriting concepts to 
survive and grow in the market. The 


consumer wants the simplest form of 
protection he can buy. This the industry 
can only offer ‘him by servicing him as an 
account. New kinds of policy packages 
are needed and new underwriting con- 
cepts have to pave the way for these 
new types of coverage. In this new mar- 
keting concept, creative underwriting will 
find its place on the marketing team of 
the successful insurance companies of 
the 60s. 

The Hardware Mutuals’ executive 
pointed out how a decentralized field 
organization has moved sales, claims and 
underwriting closer to his companies’ 
policyholders. Home office marketing 
operations, sales and underwriting func- 
tions under the executive vice president- 
marketing, another important move in 
recognizing the inseparability of sales 
and underwriting in the dynamic mar- 
keting concepts of the sixties. 

Mr. Jacobs concluded that only by 
focusing our serious attention on the 
market, the competition, the product and 
the price can we meet the needs of to- 
day’s mature insurance buyer and assure 
our overall success. 





AETNA AGENTS GET ADVICE 
Keep Informed, R. N. Patchett Tells 
Aetna C. & S. Sales Grads; 
Mustio Led Class 
The well-trained insurance agent has 
50 to 100% more chances for success in 
the business than one whose professional 
knowledge is even slightly less broad, a 
Ridgewood, N. J. agent told graduates of 
the 193rd session of the Aetna Casualty 

& Surety Sales Course. 

Robert 'N. Patchett, who was graduated 
from the school 13 years ago, spoke at 
the recent dinner in Hartford that con- 
cluded the session. 

“Formal training at an insurance com- 
pany school is the most important step in 
acquiring professionalism,” Mr. Patchett 
said. “But to maintain a high degree of 
skill and knowledgeability, the agent 
must continue to learn and progress.” 

He recommended that agents keep in- 
formed of new developments in the ‘busi- 
ness by regular reading of insurance 
trade publications and through active 
participation in local agents’ associations. 

“It is of particular importance that you 
be up to date on new coverages and on 
changes in old ones. An excellent way 
to impress present policyholders as well 
as new prospects is to be able to give 
them information about recent changes 
that may affect their insurance programs 
and to explain why and how these have 
come about.” 

_ Mr. Patchett cited the relatively recent 
innovation by a number of companies 
that enables agents to make direct, local 
settlements of most smaller claims. Per- 
haps as much as any single factor, this 
development enhances an agency’s repu- 
tation for prompt, fair dealing, he said. 
_The class was led by Thomas E. Mus- 
tio of Imperial, Pa. Other blue ribbons 
for high scholastic standing went to 
Raymond A. Leonard of Seattle, John S. 
Hinze of Milwaukee, S. Salen Herke of 
Indianapolis, Robert E. Tenney of Sid- 
ney, 'N. Y., Richard L. Gernold of Buf- 
falo, Jack Lamberson of Oskaloosa, Ia., 
and Walter \B. Ryburn of Los Angeles. 

Gold ribbons for demonstrating out- 
standing soliciting techniques were won 
by Messrs. Leonard, Lamberson, Herke, 
Robert J. Bertram of Wilkes-Barre, Pa., 
and Gerald S. Rathbun of Pomona, Calif. 





FRASER MOVED TO CINCINNATI 


_ William F, Fraser has been named 
field representative for the bond depart- 
ment of Standard Accident’s Cincinnati 
branch. Formerly a bond underwriter at 
the Washington, D. C. branch, Mr. 
Fraser joined the firm in 1957. 


Transamerica Group Names 


Christie, Stoike In Field 


George F. Christie has been appointed 
manager of the Syracuse office of Amer- 
ican Surety/Pacific National Insurance 
Companies, members of the Transamer- 
ica Insurance Group, it was announced 
by Henry G. Sheehy, president. 

Mr. Sheehy also announced that Ken- 
neth J. Stoike has been appointed resident 
vice president in the Kansas City office. 
He was formerly resident vice president 
in the companies’ Chicago office. 

Mr. Christie had been assistant man- 
ager since 1958. In his new post, he 
will have supervision over all activities 
in the Syracuse area. This will include 
co-ordination of the company’s recent 
decentralization program as well as de- 
velopment of their new sales and ex- 
pansion program. 

Joining the companies in 1947, Mr. 
Christie started as an underwriter trainee 
and was advanced to underwriter, super- 
intendent of casualty department, and 
finally to superintendent of casualty in- 
surance, a position he held for eight 
years. 

Mr. Christie is a graduate of Syracuse 
University and obtained his CPCU desig- 
nation in 1957. He has taught CPCU 
and agent training courses for several 
years, and is an officer in the Insurance 
Council of Syracuse as well as the Syra- 
cuse Chapter CPCU. 

Mr. Stoike will be in charge of the 
entire operation for the Kansas City 
area, This will include supervision of 
American Surety/Pacific National’s sales 
and marketing activities as well as co- 
ordination of their expansion program. 

Mr. Stoike has been in the insurance 
field since 1929. He joined A.S./P.N. in 
1957 ‘as assistant manager, was promoted 
to branch manager and then appointed 
resident vice president. Before this he 
was with the National of Hartford Group 
as manager of their combined western 
Missouri and Kansas field operations. 
Mr. Stoike is a member of tthe Associa- 
tion of Casualty and Surety Managers. 


Wesner Celebrates 25th 


Lawrence E. Wesner, assistant man- 
ager of the Indianapolis branch of Fidel- 
ity & Deposit Co. recently celebrated 
his 25th anniversary with the company. 
Mr. Wesner joined F. & D. in 1936 and 
served until 1941 as an underwriter in 
its home office fidelity department. Fol- 
lowing four years’ service in the U. S. 
Army, he rejoined the company and was 
assigned to its Philadelphia branch. He 
was transferred to Indianapolis in 1957. 





KEMPER 


INSURANCE 


90 YEARS 


1912——1962 





KEMPER CARE 


November 18, 1961 marks the beginning of the Golden Anniversary 
year for Kemper Insurance—the fiftieth year of providing quality 
insurance protection for the insurance-buying public through the 
facilities of the American Agency System. 

The start of this fiftieth year is a good time to review what 
Kemper Insurance stands for—what Kemper Care can mean to 
your agency and your clients. 


Kemper Care takes many forms: 


quality protection at low net cost e@ multiple line facilities @ 
dividend-paying policies @ outstanding engineering and claim 
service @ unquestioned financial security @ competitive auto 
plans @ premium budget plans e skilled selling help @ sales 
incentive programs @ national advertising support. 


Add to all this your personal service as an independent local 
agent. Grand total—a winning combination! 


LUMBERMENS MUTUAL CASUALTY COMPANY « AMERICAN MOTORISTS INSURANCE COMPANY 
AMERICAN MANUFACTURERS MUTUAL INSURANCE COMPANY 
FIDELITY LIFE ASSOCIATION + FEDERAL MUTUAL INSURANCE COMPANY 
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Mr. N. C. Flanagin, President 
Kemper Insurance 

4750 Sheridan Road 

Chicago 40, lilinois 


| would like to know more about how Kemper Insurance can benefit my 
agency and my clients. 


NAME. 





AGENCY NAME 





ADDRESS. 
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Alsop: Small Company Survival 





Rashid Discusses Ins. Philosophy of 
Antitrust Division Before NAII 


Hon. Baddia J. Rashid of the U. 


Department of Justice and John Alsop, 


president of the Mutual Insurance Co., of Hartford, and Connecticut gubernatorial 
candidate, were principal speakers at closing sessions of the NAII’s 17th annual 


meeting at the Biltmore Hotel, Los 


Angeles. 


Mr. Rashid, who is chief, trial section, Antitrust Division, U. S. Department 
of Justice, reviewed the McCarran act and discussed its aftermath. Mr. Alsop stated 
what must happen to the small company if it is to survive. 
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Stressing his division’s concern with 
“acts of coercion, intimidation and boy- 
cott by rating bureaus and their asso- 
ciated advisory bodies,” Mr. Rashid de- 
clared: 

Rating Bureaus Have Thwarted Attempis 


“In many situations rating bureaus 
have thwarted attempts by their mem- 
bers or subscribers to deviate from 
established rates, despite the fact that 
economies in operation justify lower 
rates to the insuring public. Such ac- 
tivities, if persistent and unwarranted, 
may be regarded under the law as coer- 
cive. 

“These activities have consisted of 
harassing litigation, joint pressure upon 
lenders not to accept policies of deviat- 
ing comp inies, and even collective efforts 
to prevent insurers from getting access 
to vital statistical and rating services.” 

Mr. Rashid added that the impact of 
such activities on the insurance buyer 
is tremendous. “Recently,” he said, “it 


came to my attention that a labor union 
was charged a premium of $40,000 for a 
‘faithful performance’ bond by _ Insur- 
Feeling this pre- 


ance Company ‘A.’ 


DALLAS 


mium to be excessive, the union asked 
insurance company ‘B’ to survey this 
premium, and it quoted a premium of 
$28,000. This was accepted by the union 
subject to the approval of the rating 
bureau to which both companies be- 
longed. 

“The bureau refused to approve the 
rate, announcing that the cost should be 
$35,000. Insurance company ‘B’ then ad- 
vised the union that the rate would have 
to be that promulgated by the rating or- 
ganization, since members of the bureau 
were required by law to resolve their 
differences in favor of the organization’s 
decision. Thus, independence of action 
by one insurer was prevented to the 
disadvantage of the buying public.” 

Mr. Rashid believes a great respon- 
sibility rests upon the state insurance 
departments, which are charged with 
supervision over these rating bureaus. 

“They must make sure,” he stated, 
“first of all, that the delegation of power 
to private rating bureaus is not so ex- 
tensive as to be invalid on constitutional 
grounds. Secondly, they must be on 
guard that out-of-state rating bureaus 
are properly licensed and administered 
within their own states, for the adoption 
of rates or other joint insurance prac- 
tices in a state in which it has not filed 
as a rating bureau may fall within the 
antitrust laws. 

“Finally they must constantly review 
the activities of these rating bureaus to 
prevent acts of coercion, intimidation 
and boycott, if Federal regulation is to 
be avoided.” 


Still “Cloudy and Unsettled” 


Despite the experience gained over 
more than 15 years since enactment of 
the McCarran act, resolution of the 
issues arising out of coordinated Federal 
and state regulation in the insurance 
field remains “cloudy and unsettled,” Mr. 
Rashid emphasized. He continued: 

“While it is desirable that the right 
of the states to regulate insurance be 
maintained, it is equally necessary that 
the public be assured of the greatest 
protection possible through effective 
competition in this industry. 

“Our country has witnessed during 
he last 15 years tremendous technologi- 
Ci a advances of every kind, which have 
created new problems in the regulation 
of interstate and international trade. As 
an integral part of our economy, the in- 
surance industry has an obligation to 
adapt itself to these progressive changes 
—at a time when we are confronted 
with an economic challenge of survival. 

“There must be a constant appraisal— 
by state insurance departments, by 
Federal enforcement officials, by Con- 
gress, and by industry itself—to insure 
that this industry will remain strong and 
progressive so as to serve the best in- 
terests of those it seeks to protect. 

3ut at the same time, this appraisal 
must take into account the general public 
interest in maintaining a competitive 
economy so as to avoid private regula- 
tion of the industry to the detriment of 
our concepts of free enterprise.” Mr. 
Rashid concluded: 

“The philosophy of the Antitrust Divi- 
sion is not to hinder the growth and 
development of business, but rather to 
encourage and promote it. Experience 
indicates that business prospers best in 
an atmosphere of competition, where 
there is equal opportunity for market 
access and market rivalry. These funda- 
mental principles of economic freedom, 
so essential to a free society, are equally 
significant in maintaining the strength 
and vigor of our insurance industry.” 

Advice for Small Companies 

Can the small company —less than 
$10,000,000 a year in net volume— keep 
its place in the insurance business? 
This was the question posed by Mr. 
Alsop. His answer: yes, if it mects the 
following five standards in the coming 
years: 





“First, it must have a management and 
staff which are dedicated to expansion, 
to competition, to facing the prospect of 


BROKERS ATTACK INA FILING 


Greater New York Brokers’ Assn. Ass.ils 
“Wrap-up” Workmen’s Compensa 
tion Rating Plan 

The Greater New York Insurance Bro- 
kers’ Association, Inc., has attacked a 
proposed “wrap-up” workmen’s compen- 
sation and public liability rating plan 
filed by the Insurance Co. of North 
America, and now before the New York 
State Insurance Department. 

C. Joseph Danahy, general counsel 
the GNY Brokers, charged that the 
proposed plan violates New York State's 
workmen’s compensation law, insurance 
law and general business law. 

The Insurance Co. of North America 
filing, covering the New York City 
Housing Authority, provides in effect 
that every concern working on a city 
housing construction project must permit 
the N.Y.C.H.A. to place its workmen’s 
compensation and public liability insur- 
ance in a package with the same insurer 
through the Housing Authority’s broker. 

The New York Compensation Rating 
Board and the National Bureau of Cas- 
ualty Underwriters have rejected the 
plan. The Insurance Department is con- 
sidering objections to the package plan 
and will resume hearings on the matter 
on November 29, at the Department's 
hearing room, 123 William Street, New 
York City. 


change; a management and staff which 
are willing to make the effort to keep 
up with developments and, where pos- 
sible, to initiate some of its own. 

“Second, its business must be suffi- 
ciently concentrated so that it will be 
possible to get an efficient operation for 
purposes of cost reduction. Over-con- 
centration in the fire business is a hazard 
which can and must be defended against 
by reinsurance, and the facilities are 
available. But territorial expansion must 
be handled on the theory that if you 
are going to enter an area, you must 
intend to do your best to saturate it. 
Otherwise, the advantages of the large 
company can make competition impos- 
sible. 

“Third—and this is a tough one—the 
relative financial strength of the small 
company must be very high. If you are 
going to run a normal insurance business, 
with the expected low margin of profit 
inherent in doing so, and at the same 
time carry forward plans and personnel 
for expansion in volume and territory 
and types of business, you must be 
pretty well-heeled. don’t say that you 
have to be as relatively well-heeled as 
the Mutual of Hartford, because we 
have a long way to go before our surplus 
is properly committed to the insurance 
business. But money is important. A 
substantial investment income will pay a 
lot of statutory losses which result from 
growth. 

“Fourth, it is essential to have a 
dedicated, well-trained, aggressive, intel- 
ligent group of producers. The criterion 
for the agency company or the direct 
writer must be the same—in a market 
which is active and expandable and yet 
which is not subject to impulse-buying 
by the public, the answer must be a 
properly stimulated, indefatigable desire 
in the sales representative to be of serv- 
ice to the public and an equal technical 
ability to provide it. 

“Fifth, you have to have a competitive 
product at a competitive price, and you 
must be prepared to merchandise it. The 
difficulties of providing something which 
is truly competitive in this day and age 
are a bit staggering to the one or two 
line company, but they must be over- 
come.” 

Said Mr. Alsop: “The tradition in 
America is one of growth—of not stand- 
ing still—the big frog in the small pond 
should look for additional ponds to 
operate in as he grows—and additional 
ways to operate. If we small companies 
decide to coast, we will soon disappear, 
largely because we will not be able to 
recruit competent personnel.” 
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Cleveland Ins. Agent Reveals 
‘Prior Approval Views In Ohio 


e controversial issue of no prior 
approval of file and use basis “seems to 
be treated in a statesmanlike attitude,” 
E. 8. Berkeley, president of the Cleve- 
land Insurance Agency, Inc. of ‘Cleveland, 
Ohio told The Eastern Underwriter 
recently. 

ir. Berkeley was contacted by this 

er and asked views of the issue as 
hey prevail in Ohio. Mr. Berkeley’s 
reply was a ‘candid one. 

| would warn all concerned,” he said, 

play down the importance of declara- 


tions by various industry groups such 
as those represented at White Sulphur. 
It is a far cry from making any such 


declaration, whatever its context, and 
actual legislative recognition by 50 in- 
dividual state legislatures enacting a 
new rating law. 


Position in Ohio “Unusual” 


Our position here in Ohio is unusual. 
We have a ‘prior’ approval law fire-wise, 
so that such law can be classified as 
a No. 1 All Industry Law. Casualty-wise 
we have what I term a No. 4 law, with 
file and use situation as well as ‘flash’ 
filings permitted. Just how to reconcile 
this situation seems difficult to discover. 
However, as I attended every legislative 


American ieee Liability 
Elevates Hutchinson in H. O. 


\lfred L. Hutchinson has been elected 
assistant secretary of American Mutual 
Liability, and Allied American Mutual 
Fire in Wakefield, Mass. He has also 
been promoted to manager of personal 
lines underwriting department for the 
a 

graduate of Suffolk Law School with 
an +i B. degree, he is a member of the 
Massachusetts bar. Mr. Hutchinson 
has been employed by American Mu- 
tual since January, 1926, and has the 
professional designation, CPCU. Prior 
to his new assignment he was under- 
writing manager of the casualty divi- 
sion of American Policyholders’ Insur- 
ance Co., one of the three associated 
companies, all located in Wakefield. 








Elect Longley-Cook 


At its 47th annual meeting held last 
week in Chicago, the Casualty Actuarial 
Society elected new officers for the next 
year. Laurence H. Longley-Cook, actuary 
of the Insurance Co. of North America 
was elected president. Elected vice pres- 
idents were Thomas E. Murrin, actuary 
of the National Bureau of Casualty Un- 
derwriters and Richard J. Wolfrum, ac- 
tuary of the Liberty Mutual Insurance 
Co. Elected to serve on the Society’s 
council for a three year term were: Rob- 
ert L. Hurley, actuary of the Inter-Re- 
gional Insurance Conference, Paul S. Lis- 
cord, associate actuary of The Travelers 
and Roy H. Kallop, actuary of the Na- 
tional Council on Compensation Insur- 
ance, 


PROBST BECOMES CLAIMS MGR. 

Standard Accident has appointed Law- 
rence M. Probst claim manager for its 
Minneapolis office. He replaces William 
R. Selb who retired November 1. 

Mr. Probst began his insurance career 
in 1946 as a claim representative for 
Standard Accident’s Minneapolis claim 
office. He was transferred in 1950 to 
head the Duluth claim office. He re- 
turned to the Minneapolis office in 1953 
and in 1959 was made assistant claim 
manager. This latter position he retained 
until his recent appointment. A gradu- 
ate of University of Minnesota with a 
Bachelor of Law degree, Mr. Probst 
served in the United States Naval Re- 
re as a Chief Yeoman from 1942 to 


hearing upon both bills and spoke for 
the All Industry type of law in several 
cities in Ohio, I am quite sure that the 
conflict of principles had little or nothing 
to do with re-enactment of the fire law 
on one basis, and enactment of our first 
casualty rating law upon a wide-open 
filing basis. 

“The testimony of Superintendent 
Shields was to the effect that with the 
limited budget allocated his department, 
the Ohio Department would have to 











An Exclusive 





administer both laws upon a practical and 
identical basis. This statement took the 
steam out of both proponents, for it was 
self-evident that if this was to be the 
case the Department would function to 
such a limited degree, as to the precise- 
ness of differences required by the dif- 


ferences in context, that it did not ac- 
tually make any difference. 

“Many states find themselves in some- 
what similar situations and by and large 
it does not seem to have resulted in too 
great a disadvantage to the industry, 
although I am somewhat amazed that 
I can sincerely make this statement. The 
fact is that it would be very difficult in 
the face of this development to per- 
suade anybody of the dire need for a 
change in Ohio. 

“This is the viewpoint of a state which 
collects $27,000,000 in premium taxes and 
spends about $285,000 to operate its In- 
surance Department. Such a _ substan- 
tial contribution to general panes funds 
is not going to be ignored by the Ohio 
legislators who are deeply concerned as 
to how they can find enough money to 
run the state government.” 

Mr. Berkeley added that the rating law 
subject got “excellent treatment at White 
Sulphur from the standpoint of those 
who presented various viewpoints, but as 
I see it, the present attitude except in 
a few states as exemplified by present 
laws is going to be slow to change. If 
the administrators get the idea that the 
proponents of no prior approval are so 
very anxious to get that type of law it 
may well wind up as a means to the end 
of getting more taxes out of the insur- 





Prudential’s booklet—‘‘Your Partner Can Be Your Downfall” 
will help you attract and convince more business insurance 
prospects by helping you explain partnership insurance more 


effectively. Its strength lies in its point-by-point sales track 
that has proved successful in helping brokers turn prospects 
“Your Partner Can Be Your Downfall’ is 
made available through Prudential’s Brokerage Services. What's 
more, trained Brokerage specialists are always ready to advise 


into purchasers. 


and assist you. If you would like a copy of “Your Partner Can 


Be Your Downfall’ 
Services, just fill out the coupon, 


or more information about the Brokerage 





Colburn, 33, Appointed 


Michigan Commissioner 

Gov. John B. Swainson of Michigan 
announces appointment of Sherwood 
Colburn, 33-year-old Oak Park agent, as 
Commissioner of Insurance to succeed 
Frank Blackford, who resigned a week 
ago after some two years’ service. Mr 

Colburn became a licensed agent in 1950 
and since 1957 has been associated with 
his brother, Leslie, in a general agency 
operating in the Detroit area. 

The new Commissioner is a native 
Detroit, graduating from Detroit Central 
High School. He attended W ayne State 
University in Detroit for a time, coinci- 
dentally working as a radio and television 
announcer. Active in the Oakland county 
Dem cratic organization since 1955, Mr 
Colburn currently is regional vice chair- 
man for the party in that county. having 
been named to the post by the Demo- 
cratic state central committee. He is 
married and he and his wife, Sharron, 


have two sons, David, 5, and Robert, 3 


ance carriers. Don’t make any mistake 
that the financial requirements of many 
states are such that they are looking 
for new ways of finding additional tax 
monies from any possible source.” 
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TO: BROKERAGE SERVICE—THE PRUDENTIAL, 


NEWARK 1, N.J. EU-100 


O Please send me a copy of ‘Your Partner Can Be 
Your Downfall.” 
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Brokerage Services and how they can make Life 
Insurance sales easier for me. 
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Carson Cities Liberal Developments 


In Growth of American Reinsurance 


Following is the remainder of a talk given by Ellis H. Carson, president, 


New England Reinsurance Corp., 


Independent Insurers in Chicago. 
In the first half 


Boston on the 
mestic reinsurance before the annual meeting of the National 


of his address (see 


saneriom do- 
1ssociation of 


growth of 


The Eastern Underwriter, Novem- 


ber 20), Mr. Carson told of the “tremendous growth” in reinsurance pre- 
miums written by U. S. companies since 1951 and the declining reli- 
ance upon foreign m arkets. He also discussed the advent of multiple line 


underwriting and the recent decision of The New York Court of 


concerning Connecticut Gene ral Life 


In mse sn Mr. 
from multiple | 


Carson pinpoints the 
ine underwriting and ex plains how reinsurance underwriters 


Appeals 


“liberal progress” resulting 


have adjusted their thinking and underwriting approaches to the advances 


made by direct writing comp anics. 


The 


point the 


speaker then proceeded to pin- 
“liberal 


out, 


progress” which has 


been the rowth of multiple line un- 
insurance, 


American 


derwriting. In inland marine 


ibed as 


innovation,” the 


descr “peculiarly an 


past 15 years or so have 


} 


line broadened to 


seen this encompass 
approach to all manner ot 


liability 
Impetus 


} 
Sks 


the all ri 


exposures, including and other 


casualty coverages. has been 


given to development of package policies, 
“steadily becoming more comprehensive 
and versatile in their application.” 

Mr. Carson also pointed to (1) a stand- 
ard of automobile insurance protection 
leads the world; (2) a 
hensive package of insurance for private 


which compre- 


dwellings and their contents; (3) retro- 
rating, originally applied to 
A. & H.,, then 


and now extended 


spective 
Group workmen’s compen- 
sation, to many other 


basis; (4) 


now accepted as a com- 


lines and on a composite ex- 


perience rating, 
monplace; (5) rating plans based upon 
gradatic 


risk which 


the principle of m of expense by 


size of now have been even 


applied t 
ot de duct til 
erty 


» life insurance policies; (6) use 
les in connection with prop- 
insurance which is now finding ready 


acceptance by both underwriters and in- 
surance buyers alike 

The speaker summed up by saying: 
“These developments are examples of 


and resource- 
American underwriters. The 
of these characteristics wa is been 
a in varying degrees in the past, 
either on account of the statutory re- 
strictions placed on multiple line under- 
writing, or because of the comparative 
vieidag of rating laws and the resultant 
administrative regulations and_prohibi- 
tions 


the imagination, ingenuity 


fulness of 
exercise 


“However, the insurance business in 
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this country generally has now entered 
upon a period characterized by greater 
freedom of action, and it would be un- 
natural to suppose that these influences 
would be restricted to underwriters of 
direct-writing companies. It can, there- 
fore, be claimed that during these past 
15 years or so of liberal developments, 
it is not merely by coincidence that the 
American reinsurance market has seen 
such growth in volume, but also in the 
variety and originality of the contracts 
and rating plans which are now avail- 
able.” 


Reinsurers Not Slow to Adjust Their 
Thinking 

Balance of Mr. Carson’s talk centered 
around the manner with which reinsur- 
ance underwriters have adjusted their 
thinking and underwriting approaches to 
the advances made by the direct writing 
companies. “They have not been slow in 
doing so,” he exclaimed. “For example, 
we now have the use of single limits per 
occurrence, umbrella-type contracts ap- 


plying to fire and casualty portfolios 
combined, sliding scale commission con- 
tracts, and flexible reinsurance rating 
plans incorporating the kind of prin- 
ciples which underly experience and 
retrospective rating plans in use in the 
direct market 

“The growth of a reinsurance market 
requires, in addition to the knowledge 
and skills of underwriters, the develop- 


ment of substantial capacity to absorb 
the ever-increasing size of the commit- 
ments that are required. It is, therefore, 
significant to note the increase in the 
number of reinsurance facilities which 
have taken place as a result of new en- 
trants to the field. These have included 
individual companies operating profes- 
sional reinsurance departments. It has 
also come about through the establish- 
ment of management organizations which 
have been granted underwriting pre roga- 
tives for reinsurance by the companies 
which have become associated with the 


syndicates 


Intermediaries 


Changes Taking Place 

“One of the factors that in earlier 
years had militated against the placing 
of reinsurance in American companies 
was the difficulty in securing reinsurers 
who would assume lead positions. There 
are already a number of these actively 
competing for business and, doubtless, 
their number will continue to grow. 


“As a corollary, another trend has been 
the great expansion of capacity which 
does not rest upon retrocessions to over- 
seas markets. While complaints are 
heard about ‘the difficulties in providing 
adequately large protection for major 
risks, one wonders if this is not some- 
what over-stated. During this present 
year there have been two instances of 
contract surety bonds (for which, inc1- 
dentally, there is no market at Lloyd’s), 
involving in one case a commitment of 
$00 million, and in the other $61,700,000 

30th of these bonds were placed without 
difficulty with American companies. The 
financial capacity is obviously present 
and available, and it can be claimed that 
there is now a greater disposition and 
readiness to use it. 


“Another way in which American re- 
sources have been combined to meet de- 
mands for coverage in the domestic 
market for large and unique exposures 
has been through the formation of un- 
derwriting associations such as the FIA, 
the Associated Factory Mutual system 
and, more recently, ithe Nuclear Energy 
Insurance Association. This is in es- 
sence a form of reinsurance. 

‘A most recent use of reinsurance avail- 
able on this syndicated basis has just 
been announced by the establishment of 
the Foreign Export Credit ec 
Association. (Ed. ‘Note. See The Eastern 
Underwriter issues of October 23 and 
November 6). 


Competitive Influences 


Rounding out his address, ‘Mr. Carson 
said: “Foreign reinsurance continues to 
play an important part in the over-all 
picture. It will also continue to be of 
great service. Practices developed in 
other markets as well as competition are 
important and stimulating factors con- 
tributing to progress and vitality. 

“Competition from abroad and also 
that arising through the inc reasing num- 
ber of domestic reinsurance facilities now 
available, has an important bearing on 
the question of rates and reinsurance 
costs. 

“Tt is well recognized that not only on 
account of competition between primary 
insurers, but also by reason of our sys- 
tem of rate regulation, all items which 
go into the cost of doing business are 
coming under increasingly careful scru- 
tiny. In this respect it may perhaps be 
claimed that reinsurance underwriters 
closest to the scene have become more 
acutely aware of the necessity for ‘cutting 
the suit according to the cloth.’ 


How to Win Employe Support 
For Your Safety Measures 


A new booklet, “A Safety Committee 
Man’s Guide,” has been published by the 
accident prevention department of the 
Association of Casualty and Surety Com- 
panies as an aid to safety progr amming 
in industrial plants, it was announced by 
Thomas N. Boate, department manager. 


The guide outlines the purposes 


and 
duties of a 


safety committee and offers 
suggestions for winning employe sup- 
port of safety measures. A checklist for 
committee use in uncovering hazardous 
conditions deals with general house- 
keeping, the handling of tools and other 
equipment, and in general, with all the 
physical and mechanical conditions a 
plant should maintain for maximum 
safety. A list of the most common ac- 
cident causes is also included. 

Single copies of the booklet can be 
obtained from the association at 60 John 
Street, New York 38, N. Y. The booklet 
is available in quantity, at production 
cost, through the association’s 138 capital 
stock insurance companies and their in- 
dependent agents. 


Safe Driver Plan Effective 
In South Carolina, Dec. 31 


The Safe Driver Insurance Plan and 
Special Automobile Policy have been «p- 
proved for use in South Carolina, ef- 
fective December 31. 

The filings, which also called for ad- 
justments in both liability and collision 
insurance, were submitted on behalf of 
member companies in the National Bu- 
reau of Casualty Underwriters ‘and the 
National Automobile Underwriters As- 
sociation. 

Average rate adjustments were 9.8% 
increase in private passenger rates on 
the liability side and a 1.2% increase in 
material damage insurance. However, the 
15% discount to safe drivers offsets the 
increases to a net of plus 2.05% in li- 
ability and minus 6.55% material damage. 

Public hearings were conducted on the 
filings by Chief Commissioner William 
7 Austin on July 18 and October 27. Mr. 

Carlson—NBCU’s Southeastern manager 
—pointed out that underwriting experi- 
ence had been bad in liability insurance 
for the past four years. He said the 
NBCU member companies had sustained 
underwriting losses of $1,460,664 during 
the years 1957 through 1960, making the 
rate adjustments necessary. 

Mr. Carlson and C. R. Durden—sec- 
retary of the NAUA—have estimated 
that about 795 out of each 1,000 motorists 
in South Carolina will be eligible for 
the full 15% discount for safe driving. 


NASBP to Meet May 24-26 
At Broadmoor, Col. Springs 


The National Association of Surety 
Bond Producers will hold its 20th annual 
meeting at the Broadmoor, Colorado 
Springs, Col., on May 24-26, 1962. 

While the convention program has not 
yet been finalized, it will present a top- 
level assembly of speakers prominent in 
construction, government and _= surety 


ranks. They will discuss problems of 
paramount interest to the construction 
and surety industries. 

President of NASBP is James B. Mc- 
Kee of McKee, Oliver & Geny, Nash- 
ville, Tenn., and secretary of the asso- 
ciation is Bruce T. Wallace, New York 
City. 


Rose and Lloyd Advanced 
By Newhouse & Hawley, Inc. 


Newhouse and Hawley, Inc. of Chi- 
cago has advanced Edwin G. Rose, cas- 
ee department manager, and Geoffrey 
>. Lloyd, property department manager, 
‘e assistant secretaries of the company. 


Mr. Lloyd joined Newhouse and 
Hawley in 1956. He became property 
department manager in 1958. Prior to 


joining Newhouse and Hawley, he was 
with Stewart-Smith and a London bro- 
kerage firm at Lloyd’s. Mr. Rose joined 
the firm in 1959 as a casualty under- 
writer. He was named casualty depart- 
ment manager in 1960. Prior to joining 
Newhouse and Hawley, he was a casu- 
alty underwriter with Mac Gibeny- 
Grupe, Inc. 


Casualty Actuarial Society 
Publishes Auto Rate Book 


The Casualty Actuarial Society has 
published a new book, “Automobile In- 
surance Rate Making.” It includes a 
detailed description of automobile rate 
making for both liability and physical 
damage insurance and contains discus- 
sions of merit rate making, compulsory 
insurance and potential improvements in 
rate making procedures. The book con- 
sists of over 20 papers by leading ex- 
perts in the field of automobile rate 
making which are arranged by subject 
matter, providing “an excellent source 
of information” on nearly every aspect 
of automobile insurance rating. 

The new book is priced at $7.50 and 
can be obtained by writing: Albert Z. 
Skelding, secretary-treasurer, Casualty 
Actuarial Society, 200 East 42nd Street, 
New York 17, N. Y 
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General Fire And Casualty 
Names Jonassen Newark Mgr. 





HAROLD JONASSEN 


Appointment of Harold Jonassen, CP- 


She. as Newark, N. J. branch manager 

1 General Fire And Casualty, has been 
announced by E. C. Lechner, president. 
Mr. Jonassen succeeds Malcolm deVesty, 
recently named manager of the com- 
pany’s casualty department in the New 
York home office. 

Mr. Jonassen, formerly with Zurich- 
American Companies, has had wide ex- 
perience in the insurance field. He is a 
graduate of New York University where 
he majored in marketing. 


Aetna Casualty “Auto-Rite” 
Sales Up 205% Over 1960 


The six leading agents in a recent five- 
week Aetna Casualty & Surety “Auto- 
Rite” safe driver policy promotion have 
completed a series of conferences with 
home office officials in Hartford. 

The six top producers, led by Joe 
Weiland of Clay, W. Va., who wrote 
185 “Auto-Rite” policies in the campaign, 
accounted for more than 800 sales among 
them. Of the other five leaders, all but 
one were from Pennsylvania. They were 
W. C. Taylor of Harrisburg, Paul 
Cooper of Montoursville, Reed Lebo of 
Millersburg, Robert Williams of Wilkes- 
Barre and Aulton Vann of Pascagoula, 
Miss. 

During the Hartford conferences, Mr. 
Ellis reported that, nationally, “Auto- 
Rite” sales were up 205% for ‘the first 
nine months of this year over 1960. 


Cox to Head New State Farm 
Setup in Berkeley, Calif 


State Farm Insurance group’s regional 
office at Berkeley, Calif., will convert to 
the companies’ management decentral- 
ization program January 1 

State Farm Mutual President Edward 
B. Rust named Charles Q. Cox, presently 
resident vice president for the companies 
in California, to head the regional man- 
agement team as regional vice president. 
Samuel G. Denner, now California state 
director, and Francis H. Michaels, now 
a division manager at State Farm’s Dal- 
las office, will be deputy regional vice 
presidents. 


Fireman’s Fund Nashville 
Office Takes Top Honors 


Branch Manager Louis A. Schmitt’s 
aggressive 12-man field team brought 
new honors to the Nashville, Tenn., 
operations of Fireman’s Fund by taking 
first place in the initial phase of the 


company’s year-long “365” production 
drive for Economy Plus automobile 
business, Vice President Woodward 


Melone announced. 

Sharing the limelight—along with sub- 
stantial cash awards—with the top per- 
formers in Nashville were second and 
third place field teams in the Hemp- 
stead and Buffalo branch offices in The 
Fund’s Eastern Department, New York. 


Actuaries Meeting 


(Continued from Page 17) 


W. R. Dodson, president, Ohio Na- 
tional Life and chairman of an industry- 
wide committee of the United States life 
insurance business on Social Security 
and Health Case, in a special report to 
the Society of Actuaries, reviewed the 
many varied and complex legislative pro- 
posals which are currently being advo- 
cated in the United States with regard 
to medical care for the aged. He empha- 
sized that a subject this important should 
not be over-simplified, and that the cur- 
rent situation is far more complicated 
than merely trying to decide whether or 
not ‘HR 4222, the so-called King Ander- 
son bill, as it now stands, will pass or 
fail. Many knowledgeable people have 
raised serious objections to the King 
Anderson bill, said Mr. Dodson, and are 
quite sure that the proposed extra tax 





Name Himes In Portland 


Lucian W. Himes has joined American 
Insurance Group as bond manager at 
the Portland Ore., branch office, it has 
been announced by Resident Vice Pres- 
ident Edward W. Ramsden. 


would not support the program and that 
the entire Social Security system might 
thereby be damaged. Somewhat similar 
proposals advocated by Gov. Rockefeller, 

Sen. Javits and many ‘others may be dis- 
cussed widely in coming months. Mr. 
Dodson urged the actuaries to apply their 
professional competence to aid the public 
in their understanding of the important 
issues involved in this subject. 

G. W. Fitzhugh, general manager of 
the Ottawa office of the Metropolitan 
Life, and chairman of a special commit- 
tee on medical care plans of the Cana- 
dian Life Officers Association, described 
the current situation in Canada where 
hospital benefits are already provided 
under governmental plans, and proposals 
are now being advanced to extend gov- 
ernmental plans to include other forms 
of medical care. He pointed out the ap- 
parent rivalry between certain provinces 
and the Dominion Government is trying 
to be first to make such extensions, and 
described a new approach being de- 
veloped by the Canadian insurers under 
which iedived care benefits would be pro- 
vided under voluntary private plans util- 
izing a pooling arrangement to permit 
coverage of thigh risk groups. 

C. Manton Eddy, senior vice president 
of Connecticut General Life, submitted a 
report of the results to date of a volun- 
tary plan developed in Connecticut by 


life insurers and doctors to provide ex- 
tended health insurance coverage to Con- 
necticut residents over age 65, to help 
them meet the major costs of serious ill- 
nesses. 22,000 individuals, represe nting 
one tenth of all individuals in the state 
over age 65, obtained cov erage under the 
new Connecticut—65 plan in September 
of this year, the first month in which 
it was available. This coverage is issued 
on four different plans, without physical 
examination or health questions, by an 
association representing 32 insurers, 
which was authorized by Connecticut leg- 
islation adopted earlier in 1961. Mr. Eddy 
suggested that Connecticut—65 was a 
pilot model of a plan which could be fol- 
lowed in other states, and offered to give 
the benefit of experience to date to all 
who are interested. 


Medical Progress 


A panel discussion was held on the 
“Outlook for Medical Progress in This 
Decade.” Panelists were Dr. Norvin C. 
Kiefer, chief medical director, Equitable 
Life Assurance Society; Dr. Frank L. 
Horsfall, Jr. president and director, 
Sloan- Kettering Institute for Cancer Re- 
search; Dr. William A. Jeffers, executive 
director, Life Insurance Medical Re- 
search Fund. Their discussion covered 
the incidence of the probable effects of 
medical advances on longevity. 














We invite inquiries on.... 


umbrella 
coverage 


CITIZENS CASUALTY COMPANY OF NEW YORK IS LICENSED 
IN 49 STATES, DISTRICT OF COLUMBIA, AND PUERTO RICO 


ANY OF NEW YORK. 


HOME OFFICE @ 33 MAIDEN LANE @ NEW YORK 38, N. Y. 




















Page 34 


The Eastern Underwriter 





November 27, 1961 








THE EASTERN UNDERWRITER 





J. Owen STALSON 
President and Publisher 





Editorial Division 


CLARENCE AXMAN, Editor 
ANNE MILLER, Asst. Managing Editor 
Epwin N. Eacer, Associate Editor 


Siney S. WHIPPLE, Assistant Editor G. 


L. JEROME PuHiLp, Managing Editor 
W. L. Crapp, Associate Editor 
OLiver J. Jones, Associate Editor 
MARGUERITE SAMUELS, Editorial Asst. 


Business Division 


W. L. Crapp, Vice President-Advertising 
Eve GoLpsTEIN, Advertising Assistant 


Subscription price in the United States and possessions, $7.50 a year. 


tions, $9 a year 


Remittances from outside the United States by 
Draft, payable in United States Funds 


Office and place of business. 232 


UNINSURED PENSIION 


In his report to American Con- 


vention at its recent in Chicago 
Alfred N 


comments on 


meeting 


Guertin gave some interesting 


uninsured pension plans 


In reference to such plans the life com- 


panies continue to face what they regard 


most important competitive ad- 


During World War II, 


following it, 


SS 
” 1 

versary. and the 

growth in 


With refer 


15 years pension 


funds has been phenomenal. 





ence to existing payrolls, life insuranc¢ 
companies stand in the most unfavorabl 
situation in years, Mr. Guertin said. In 
1951, uninsured plans were taken 25% 
more out of each wage dollar than in 
sured plans; in 1960 they were taking 
twice as much 

In analyzing the situation Mr. Guertin 


said in part: 


We are well aware that tax considera- 
tions stemming from 1942 legislation and 
the activities of labor unions have had 
much to do with this trend. These, sup 
plementing the more basic desire on the 
part of managements to their em 
ployes through their retirement years, 
have operated to make this growth in- 
evitable. Our concern, however, is not 
so much with the problem of growth it- 
self as in making sure that we are se- 
curing our appropriate share of this 
business, that the influence on the balance 
- our business may be sound, and that 

ther organizations are not ousting us 
from the pension field 


see 


Contributions to uninsured pension 
plans of corporations which had amounted 
to $1,350 million in 1951, reached $3,189 
million in 1960, an increase of 136% 
This compares with premiums of $7,746 
million and $13,339 million for life 
insurance, an increase of hy As a 
proportion of personal s: avings, it should 
be noted that increase in uninsured pen- 


sion funds took 13% of personal sav- 
ings while increase in life insurance as- 
sets took 23%. It is thus seen that 


these funds are important contenders for 


the savings dollar itseli—not merely the 
pension dollar. 
It is conversion of the larger plans 


from insured to trusteed in recent years 
at an accelerated pace that has caused 


the sudden change in 1960. There is 
evidence that this trend has not ter- 
minated. New writings do not involve 


large cases predominantly. Larger cases 
tend to succumb to the trustee approach. 
There appears to be a market to the life 
companies primari ily for small cases. The 
lure of equity investments, the flexibility 
of trusteed plans, the persuasive powers 
of pension consultants seem to many to 


EvizaBetTH V. McGinty, 
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be even more potent antagonists to th 


insured plan than is the very persuasive 
element of discriminatory taxation of the 
insured plan. There is even more evidence 
~ the fact that larger pension cases are 
eeking the trusteed route. The seven 
pension writing companies, all 
wrote 68% of all the insured 
pension business in 1951. In 1960, they 
wrote 59%. Their ratio of contributions 
received in 1960 to 1951 was 135%. All 
the other pension writing companies to 
rether increased their share from 32% 
to 41% and the ratio of contributions 
received by them in 1960 to 
1951 was 191%. Since the 
ire generally written by the large com- 
panies, we may conclude that we may 
be holding our own in the small case 
pension field even if we have difficu‘ties 
the field of the jumbo cases. 


lareest 
£1ants, 


those in 


jumbo cases 


With respect to deferred annuity plans, 
he size of the average case has declined 
from 790 lives in 1950 to 452 in 1960. For 
|_posit administration cases the average 
has dropped from 1,84 to 588. For in- 
lividual policy pension trusts the average 
has dropped from 445 to 33. Of course, 
the obvious conclusion is tempered by 
the fact that the large corporations were 
the first to install plans and now more 
and more smaller concerns are installing 
pension plans. That is all to the good. 
Changes in methods of funding of in- 
sured plans may have had an effect, but, 
nevertheless, the trend is unmistakable. 

But, we are not without our com- 
petitors in the case of the smaller plans 
A new competitor has entered this field 

the mutual fund. Smaller employers 
are being solicited, some of them are 
soliciting firms employing from 4 to 
100 persons and make available to them 
standardized plans designed to meet the 
particular needs of small business. Thus 
we have increasing competition not only 
at the level of the jumbo case capable 
of self-insurance, but also the small case 
which may be seeking the same avenue 
of equity financing through the mutual 
fund. One of the factors, of course, that 
has operated in the direction of improv- 
ing the relative status of uninsured pen- 
sions over insured pensions was the ex- 
tremely unfavorable tax position in which 
life insurance companies found them- 
selves prior to the enactment of the new 
Life Insurance Company Federal Income 
Tax Law. 


Paul A. Norton, vice president of New 
York Life, was the speaker at the 
inaugural dinner earlier this month for 
Dr. F. Clark Elkins, fifth president of 
Nebraska State Teachers College, Cha- 
dron, Nebr..-Mr. Norton became an agent 
for New York Life while still a student 
at Nebraska State Teachers, from which 
he was graduated magna cum laude in 
1935. He has been a vice president of 
New York Life since 1954. 








R. H. L. MASSIE 


R. H. L Massie, of Toronto, president 


of The Dominion Insurance Corporation, 
has been ~ sare a director of the Fire- 
men’s of Newark, N J. The Firemen’s, 
an afhliate of America Fore Loyalty 


Group ‘companies, recently purchased 
controlling interest in The Dominion 
Mr. Massie is also president of Massie 
& Renwick, Ltd., the Toronto general 
uwency which was founded by his father 
in 1910. The agency has handled the 
Canadian business of Loyalty Group 
companies for almost a half a century. 
A native of Toronto, Mr Massie at- 
tended Lakefield Preparatory School, St 
Andrews College, Aurora, Ont., and Royal 
Military College. He is a director of 
the Confederation Life Assurance Asso- 
ciation, Toronto, and a member of the 
soard of Governors of 1 . 

paratory School 


- * * 


Harry W. Kohler, 
Middle Department at 
tlre America Fore 
ly completed 25 
He joined 
State 


secretary in the 
Newark, N. J., for 
Loyalty Group, recent- 
years with the group 

America Fore in 1936 as a 
agent at Newark and in 1946 was 
transferred to the home office in New 
York City as engineering department 
superintendent. In 1952 he became agency 
superintendent, assistant secretary in 
1953 and secretary in 1959. He is a com 
member of the 





mittee Insurance Society 
of New York and one of the charte1 
nrembers and first president of _ Ex- 
New Jersey Fieldmen’s Association. 
* * * 
Marvin D. Bower has been élected 


executive vice president of State Farm 
Assurance at Bloomington, Ill. He has 
been first vice president of the company 
since it was organized a year He 
joined State Farm Life in 1952 as a col- 
lege trainee and later became a senior 
ag dt a8 In 1955 he moved to Toron- 
to where he was secretary of State Farm 
Life’s Canadian head office. Mr. Bower 
returned to Bloomington in 1958 as as- 
sistant vice president. The following year 
he became secretary of State Farm Life, 
a post he held until State Farm Assur- 
ance was formed last year. 


ago. 


* * * 


Fred W. Guild, assistant manager of 
the mortgage investment division, New 
York Life, recently was elected to his 
17th term as president of the board of 
directors, Warwick State Training School 
for Boys, Warwick, N. Y. 


* * * 


Richard W. Rowland will become 
branch manager of the Pittsburgh 
(Northside) office of the General Ad- 
justment Bureau on December 1. Prior 
to ae the bureau at Pittsburgh in 
1959 he had 11 years’ experience as an 
adjuster and loss supervisor. He at- 
tended Duquesne University and the 


University of Pittsburgh. 


Peter Craigmoe, former UPI Tok, 
correspondent and veteran of more th: 
a decade of newspaper, wire service and 
public relations work abroad, has be: 
appointed senior editor in the emplo 
comme operations of Occident: 


Life of California. He will be respon 
sible for the firm’s magazine and new 
paper published for its approximate], 


2,000 home office employes in Los A: 
according to H. Dixon Truebloo 
vice president in charge of public rela 
tions and advertising. 


geles, 


a oe 


Betty Martin, director of the Women’s 
Division of the Institute of Life 1; 
surance, has been named by Govern 
Rockefeller as a member of the Ney 
York State Women’s Council. Thi 
Council is an advisory group of thie 
State’s key women in business, industry 
and the professions, who serve as con 
sultants to the Women’s Program of the 
New York State Department of Com 
merce. The Advisory Council members 
serve without compensation 





Ogden 


Johnson, vice president in 


charge of city mortgage department, 
Equitable Life Assurance Society 
(right), hands a “milestone” check to 


Peter B. Ruffin, president of Galbreath- 


Ruffin Realty Co., Inc. With the check 
investments of Equitable Society’s city 
mortgage department ireached the $2 


billion mark, double the total of 10 years 
The check was a $650,000 progress 
construction loan with Galbreath-Ruffin 
and was part of a $26 million Equitable 
commitment on the new 41-story Con- 
tinental Can Building on New York’s 
Third Avenue, shown in background. The 
Society’s city mortgage department was 
established in 1936 and has more than 
5,000 investments in 1,200 cities. 


ee <4 


ago. 


Horace W. Brower, Occidental Life of 
California president, and George D. Bjur- 
man, vice president in charge of invest- 
ments, have been elected to the board 
of directors of Pacific Finance ie rp. Mr 
Bjurman was also named to Pacific Fi 
nance’s executive committee. Pacific Fi 
nance is one of the nation’s largest con 
sumer and sales financing firms and has 
subsidiary life and casualty insuranc« 
operations, It is based in Los Angeles 
and was recently acquired by Trans 
america Corp., Occidental’s parent firm 
Mr. Brower is board chairman and chief 
executive officer of Transamerica in 
addition to being president of Occidental 


* * * 


Frederic M. Peirce, president of Gen 
eral American Life, has been named to 
the national board of directors of thi 
American Heart Association, Inc. as a 
Director-at-Large. He has been activi 
in affairs of the Association for a num 


ber of years and served as a director and 
campaign chairman in Hartford. 
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Let’s build a 60-story skyscraper, with a 7-acre dish on top 


Sounds strange, but in effect, that’s what the Navy’s 
doing at Sugar Grove, West Virginia. 

They’re building a 20,000 ton steel tower—higher 
than a sixty story building. It will support an enor- 
mous aluminum reflecting dish twice the length of a 
football field in diameter. Navy scientists will use this 
saucer to explore space. They will listen to the radia- 
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tion signals from many billions of light years away. 

National Union Insurance Companies is one of the 
largest participants in the insurance program at the 
construction site. This insurance coverage was de- 
signed by Independent Agents, typical of the out- 
standing professionals who represent National Union 
Insurance Companies. 


National Union Insurance Companies 


Pittsburgh, Pa. 


Casualty and Bond - Fire - Inland Marine - Ocean Marine 
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PENSION ; f ~NEW PENSION PRODUCTS 
SECURITY Fa stat date tor Fondon ood Pott Shudag Wane 
PROGRAM = & ) NEW RATES 


More competitive than ever! Improved guarantees. 
THE KFY T0 Dividends reflect removal of Federal Income Tax 


discrimination. 


ESTATE ACCUMULATION NEW TOOLS 


A complete new sales kit with effective six page in- 
EMPLOYEE RETIREMENT terview brochure and other Visual Sales Aids, sup- 


ported by a complete sales track and guide to design- 


IMPROVED CORPORATE EFFICIENCY ing Pension Plans. 


MASSACHUSETTS MUTUAL Zie Insurance Company 


SPRINGFIELD, MASSACHUSETTS + ORGANIZED 1851 


114 General Agencies in 108 Cities Plus 85 District Offices and 39 Group Offices 














